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Use the “National” 
Stickers and Inserts 











Remind You-- 


y) that this account | 


to overlook these 


(@) things. Let us () 


have your remit- 


| Its so Easy~ 


| For the convenience of our members, we are 
encouraging the retail credit bureaus through- 


ox Sos 


out the country to keep a stock of these col- 








m™ m™ lection helps on hand at all times. It will save has probably been ' 
| tance now—and — time if you will order them from your local overlooked and i 
1 can both forget it | bureau. we'll appreciate j 
7 Thank You Hi e your remittance. j 
ip H| Thank You! j 
| | 





The Stickers 


Six little “persuaders” that you can use to cut 
your collection costs and get the money with 
a smile. These “gentle reminders” speed up 
collections amazingly because with them you 
can start the collection process earlier than you 
could with letters or other methods. 


Over a million a year used by members! If 
you are doubtful, try a small order and be con- 
vinced. Exact size as shown, printed in two 
tones of blue on gummed white paper. 


PRICE, $2.00 A THOUSAND 
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The Inserts 


“Credit-explanation” as well as “credit-educa- 
tion” is the mission of these little enclosures. 
Used with statements and collection corre- 
spondence, they explain the reasons for prompt 
payment, courteously and impersonally. — 


Printed in two colors—red and black—on a 
good grade of white paper. Actual size, 3% x Your Remittance- 
for this past due | 
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NOW that we've 
reminded you, 
won’t you send ° 
us a check— 
please? 


Thank You! 


6 inches. (Reproduced below one-ha!f size.) 
PRICE, $2.50 PER THOUSAND 
account will be 
appreciated. 


We'll be watch- 
ing for it! | 
Many Thanks! 


Order from Your Credit Bureau 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


1218 Olive St. St. Louis, Mo. / 















































The “Who’s Who” 
of Business 


The 10th of the Month ~ 
Is Merchants’ Pay Day! 


Credit is Faith 
in Humanity 





of ON K. 4 


What it means 













IT all of us have our names 





recorded in “Who’s Who” or 
the Social Register but— 





















All of us, whether in high or low 
estate, are catalogued in the “Who's 
Who” of Business—the records of 
the Retail Credit Bureau. 


Here on a little card is kept the life 
history of your credit record—of 

how you meet your obligations or 
don't. 

“Prompt Pay,” the highest tribute in 

the “Who's Who” of Business, is the 

record of those who pay retail bills 

on the 10th of each month. 





Association 


Executive 


National Retail Credit 


Te retail merchant is a public 
servant. He serves you faith- 
fully and well and, like any” m 


other faithful servant, expects his 
payment when due. 

















Retail charge accounts today are 
based on standard monthly terms: ~ 7 
Each month's charges are due on K 
the 10th of the following month. 
Whether you are an employer ora 
employee, you know what “pay day 


means! % 








The 10th is the merchans’s pay day. Pay ¥, 
him promptly. Prompt payments pro” 
mote prosperity and protect your credit. 


National Retail Credie : 
Associationyg as 



















[ REDIT—derived from the 
Latin credo: | beliewe—is 
ee based on faith—faith in 
people—faith in their character and 
determination to, as Emerson says, 
“pay every debt as if God wrote the 
bill!” 


And he who justifies that faith, who 
pays his bills according to terms 
and promises, builds a credit record 
that is priceless. 











Credit, never abused, is never refused. 
Pay retail bills promptly. 






National Retail Credit 


Association 
Saint 





in 


T= little notation, “O.Ke”, 

Jon your charge slips, is the 
badge of honor of the retail charge 
account. 























It means that your credit is good— 









that you pay your bills promptly 
and according to promises. 







It means that the merchant has con- 


fidence in your integrity. 















“O.K.” is the index of your credit 
record. Protect it preserve it— 


pay retail bis pe pr 
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CHANGE OF AppREss: Please notify us promptly of any change 
of address so that you may not miss any issues. With your new 
address it is absolutely necessary that you also send us your 
old one. Entered as second-class matter at the Post Office at 
St. Louis, Mo., under the Act of March 3, 1879. Published 
Monthly. Subscription, $2.00 a year, to members of the National 
Retail Credit Association only. 


This publication carries 
authoritative notices 
and articles in regard 
to the activities of the 
National Retail Credit 
Association. 


In all other respects the 
Association cannot be 
responsible for the con- 
tents thereof or for the 
statements or opinions 
of writers. 














BY the WAY-- 


The Credit World “Dresses Up” 


With this issue, The Crepir Wor Lp appears 
in a “new dress”—new cover—new type faces in 
the headings. We, of course, sincerely hope that 
you will like the change. 

The new cover is designed to portray the many 
operations necessary in credit work as well as 
the elaborate set-up needed to handle the varied 
ramifications of credit in the modern credit of- 
fice. 

Few people, even in credit circles, realize the 
variety and quantity of equipment necessary in 
the various credit operations of the modern store. 
If this new cover design brings home that realiza- 
tion it will have achieved its mission. 

The new type headings combine dignity with 
readability. Goudy (named after its designer) 
was chosen, for its versatility and because it 
“wears well.” Nothing freakish but likeable and 


readable. 
7 * * o * 


Membership Campaigns in Full Swing 


From all sections of the country come en- 
couraging reports of enthusiastic activity in the 
new membership campaign. 

Many of the regional and state chairmen have 
their organizations perfected and in many cases, 
the local committees are busy recruiting new 
members. 

In New York City, for instance, a city which 
has always been 100 per cent National and which 
it would seem, with its already large member- 
ship, would have difficulty in obtaining new Na- 
tional members, an aggressive campaign is under 
way. 

Mr. Buckeridge, the energetic Executive Man- 
ager, recently devoted an entire page of his 
weekly bulletin to an outline of the membership 
campaign. “One member,” he states in this 
bulletin, “in one week, sent in the names of eight 
new members. He is on his way to a ‘grand 
slam’ in the prize list.” 


* * &£ +h 


Credit Study Courses 


Many local associations have formed credit 
study classes during the past month and ordered 
the necessary materials (of the two credit 
courses) from the National Office. 

Davenport, Iowa, started its class on October 
25 and had an attendance of thirty at the first 
meeting. 

The National Office will gladly send full in- 
formation about its two courses—‘“Retail Credit 
Practice and Procedure’ and “Credit Depart- 
ment Salesmanship’’—to anyone interested. 
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Charging Interest on Past Due Accounts 


OR many years your General Manager- 

Treasurer considered it unwise to adopt a 

policy of charging interest on past due ac- 
counts, being of the opinion that many customers 
would be inclined to take longer time because they 
were paying for the accommodation. 

The success of retailers in the cities of Birming- 
ham, Cedar Rapids, Cleveland and Youngstown 
(all of which report no unsatisfactory experience 
in the way of loss of good will or credit volume 
but, to the contrary, favorable reaction and com- 
ment on the part of customers, both cash and 
charge, and a decided increase in collections and 
financial profit), indicates that the time is oppor- 
tune for the retailers to cooperate in establishing 
such a policy and work together 100 per cent in 
carrying out the policy. 





Tt will, in time, result in increased credit sales 
will eliminate, to a large extent, the slow-paying 
customer who is in position to pay promptly—will 
reduce credit losses and will place the burden of 
carrying past due accounts on the customer who 
does not pay in accordance with prevailing credit 
lerms. 


EDITORIAL COMMENT 


© 


a2 


following purchase), such carrying charge to be 
computed on the end-of-the-month balance from 
the due date—as stated above. 

A number of retailers in southern cities recently 
visited report charging a carrying or service charge 
for the past five to ten years, with highly satis- 
factory results, notwithstanding the fact that com- 
petitors were not doing so. 

Nashville, Tennessee, is the latest city to adopt 
the plan, fifteen of the principal retailers having 
notified customers that a carrying charge will be 
made on past due accounts, effective November 1, 
1934, 


If you are in doubt as to the benefits to be de- 
rived from such a plan, write the cities now charg- 
ing a carrying charge and be convinced. 


» » » 


Help the Deserving Charge Customer to 
Come Back 


NE of the important problems facing the 
Manager of Credit Sales at this time and 
with which he will be confronted for some 

time to come is the reopening of accounts of 
former charge customers. During the depression 
many excellent customers, based on volume of 





carrying charge to past due balances. 





NEW CREDIT POLICY 


Monthly charge accounts are offered as a service and a convenience to customers 
who prefer to pay in one sum every thirty days. Purchases made in one month are 
due and payable in full during the following month. 

Cash prices for merchandise are extended to charge customers, so in fairness to 
the many cash customers and the great majority of charge customers who pay 
promptly, representative stores of Nashville have adopted the policy of adding a 


Effective November 1, 1934, a carrying charge of one-half of one per cent per ~ 
month will be added on all balances more than sixty days old. 

Your patronage is fully appreciated and valued by these stores. We feel sure 
you will recognize the justness of this new credit policy and will take advantage of 
the opportunity to save this extra charge. 


ARMSTRONG’S GRACE’S 
CAIN-SLOAN CO. HARRISON BROS 
Cc ° co 'Y FLORAL CO 
CHAYB 8 EBECK BR 

O. GENY & SONS EMA) 


MONTGOMERY WARD CO. 
RICH, SCHWARTZ & ) 
SEARS, ROEBUCK & CO. 
TINSLEY’S, 


SCHLER’S, FLORISTS 








Nashville’s Insert Announcing Carrying Charge on Past Due Balances 


The plan generally followed and the one rec- 
ommended, is to place a % of 1 per cent per month 
carrying charge on all accounts not paid within 
sixty days from due date (the 10th of the month 
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purchases and the promptness with which pay- 
ments were made, found it impossible to maintain 
previously good credit records, due to conditions 
beyond their control. 


The CREDIT WORLD 
























Because of decreased earning power, many 
found it impossible to meet obligations in a satis- 
factory manner; in some cases accounts were per- 
mitted to remain unpaid for periods of a year or 
more and some even longer. 

The willingness to pay was there, however, and 
often at the expense of depriving the family of 
other than bare necessities payments were made on 
account—frequently in small amounts—and the 
indebtedness eventually liquidated. 

Customers in this class are beginning to “Come 
back” and it is the duty of every farsighted credit 
executive to consider favorably the applications for 
credit of such customers (provided there is a basis 
for credit at this time) and disregard the slowness 
with which bills were paid during the depression— 
provided, further, that the credit record was clear 
prior thereto and all past due accounts paid. 

Applications of such customers, whether for a 
new account or for the reopening of an account 
previously closed, should be checked through the 
Credit Bureau. 

The cooperation of the Manager of Credit 
Sales and his interest in helping deserving cus- 
tomers rebuild for the future will not only be ap 
preciated by the customers but also will result in a 
worth-while added volume of credit sales, which 
will increase with improved conditions, and of 
more importance, the building of good will for the 
store he represents. 


>» »> » 


The Proposed Regional Plan 
N THE July Crepir Wor tp reference was 
made to the new Regional Organization Set-up 
which is to be given consideration at the Con- 
vention to be held in Rochester, New York, next 
June. 

In response to many inquiries, the plan is out- 
lined below: 

1. There will be eleven Districts, consisting of 
from one to eight states. 

2. Each of these Districts will, when perfected, 
be comprised of a Credit Managers’ Group, a 
Credit Bureau Managers’ Group and a Supervising 
Collection Department Managers’ Group. These 
three groups will meet together in one annual con- 
ference. Each will have its own officers and di- 
rectors and each will conduct its own program. 

3. It is proposed that the Presidents or Chair- 
men of these Credit Managers’ Groups (one for 
each of these districts) will comprise the Board of 
Directors of the National Retail Credit Associa- 
tion; that the Presidents or Chairmen of the 
Credit Bureau Managers’ Groups (one for each of 
these districts) will form the Inter-Bureau Re- 
porting Department Committee; and that the 
Presidents or Chairmen of the Supervising Collec- 
tion Department Managers’ Groups (one for each 
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of these districts) will become the Supervising 
Collection Department Committee—provided, of 
course, the proposed changes in the organizational 
set-up of the NRCA are approved and made ef- 
fective at the next convention which will be held 
in Rochester, New York, June, 1935. 

4. A change in the constitution and by-laws will 
be considered at the Rochester Convention, reduc- 
ing the number of Directors to eleven—represent- 
ing the eleven Districts—exclusive of the retiring 
President, the General Manager-Treasurer and 
the Secretary of the National Retail Credit As- 
sociation and the President and the Secretary and 
General Manager of the National Consumer 
Credit Reporting Corporation. If the proposed 
change, which is to be given careful study and con- 
sideration, is acted upon favorably by the member- 
ship, the Presidents of the eleven Districts will 
automatically become National Directors and will 
elect your Officers. 

5. It is proposed that annual regional meetings 
or conferences will be held in addition to the Na- 
tional Conventions, for the purpose of discussing 
problems of mutual interest, electing officers, etc. 

6. Plans have been submitted providing for a 
reduction in membership dues, based on popula- 
tion, and with the understanding that each Credit 
Bureau will become 100 per cent National; in 
other words, every Credit Bureau member will be- 
come a National member. A committee to be ap- 
pointed by President Reed will consider all phases 
of every plan submitted and its findings and rec- 
ommendations will be publicized in The Crepit 
Wor tp several months prior to the 1935 Conven- 
tion. 

7. The Convention at Memphis transferred to 
the National Consumer Credit Reporting Corpora- 
tion, under the management of Mr. Guy H. 
Hulse, Secretary and General Manager, the Serv- 
ice Department (Credit Bureau activities) and the 
Supervising Collection Department (collection 
activities) of the National Retail Credit Associa- 
tion. The National Retail Credit Association man- 
agement now devotes its whole effort to service to 
the membership—to improvements in The Crepit 
Wor.tp—development of statistics—pay promptly 
and educational campaigns—collection and other 


credit helps. 


Its mission is to further the interests of retailers 
in all credit matters and through cooperation of its 
entire membership to enact needed local, state and 
national legislation. 


To accomplish its objectives it needs the active 
and undivided support of all members and their 
complete cooperation with committees handling 
special problems such as the Research Committee 
and the National Legislative Committee. 
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\ \ TITH installment credit becoming more and more 
in demand and increasingly competitive, we 
should take stock of the experiences of ourselves 

and others during the past few years and, consistent with 

good management, make our plans to handle this busi- 
ness on a safe and profitable basis. 

Back in 1926, a large eastern. trust company, at the 
request of several large investors who were concerned 
about the installment business, made an economic study 
of this type of business, and they secured the opinions of 
many leading bankers, industrialists, retailers and econ- 
omists. In the main, opinions indicated unanimity with 
respect to purchases of certain kinds of merchandise con- 
sidered necessities in a home, but that the phase of in- 
stallment selling which encouraged the purchase of arti- 
cles considered in the class of luxuries was unsound and 
should be discouraged. Some of the predictions were 
gloomy indeed ; however, the general conclusion was that 
the basic problem was one of credit extension, that the 
careful extension of credit by all parties concerned would 
do much to keep out the evils which are present in any 
system so widespread as installment selling, that dis- 
astrous results might be expected as the consequence of 
careless credit extension and unwise merchandising. As 
we continued through the years an undertone of doubt 
persisted. 

Actually what did happen when the depression came 
along? What are the actual facts? In 1931 the De- 
partment of Commerce, in conjunction with the National 
Retail Credit Association, made a nation-wide investiga- 
tion in 25 representative cities; 513 retail concerns threw 
open their books for the survey. The combined business 
of these concerns amounted to a billion and a quarter 
annual sales. Their experience in 1930 and 1931, which 
was considered the most serious time during the depres- 
sion, was compared with that of 1929 when prosperity 
was high. The report was that they were unable to find 
any cause for alarm. In fact, the report was reassuring 
in that the accounts investigated showed that depression 
or no depression, buyers in the main met their payments. 

The total returns in furniture during 1929 amounted 
to 10.8 per cent of all installment sales. This percentage 
did rise during the last half of 1930 to 12.8 per cent of 
the total sales, but was not considered sufficiently dan- 
gerous to warrant a trade warning, and it was the highest 
advance of that sort to be found in the survey. 

Far from being destroyed by the depression, install- 
ment buying of furniture fell off less than cash buying, 
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Installment Selling 






And Collections 


By AUG. C. WEHL 


Credit Manager, Gimbel Bros., Milwaukee, Wis., Director, 
National Retail Credit Association 


even though the total business of these particular stores 
for the period was about 1/5 less than during 1929. The 
furniture business has always been largely done on credit. 
In prosperous 1929, 71 per cent of its total sales were 
made on time payment contracts, and if a depression could 
wreck the installment system, surely the furniture trade 
would register the calamity in the highest degree. Yet, 
during the last half of 1930 when they realized they had 
to be careful, the scores of furniture dealers covered on 
the survey, actually increased their proportion of install- 
ment business and sold nearly 75 per cent of their sales 
that way. 

In electric appliances, the survey showed that 71 per 
cent were sold on time, and those firms went through 
1930 and 1931 without any unusual difficulties. The 
return of unpaid merchandise totaled 11.8 per cent. Even 
jewelry, which in 1929 was 25 per cent of total sales, in 
1930 became 26.7 per cent, and the repossession rate did 
not increase at all. The survey showed there was an in- 
crease in delinquent accounts—an increase in repossessions 
—but not out of proportion ; and that installment selling 
continued to occupy exactly the same place in the gen- 
eral business scheme which it had previously occupied. 

There are two ways to handle installment credit—the 
right and the wrong way. ‘The first is based on sound 
credit principles of a reasonable down payment, a carry- 
ing charge, and terms not extending beyond the deprecia- 
tion value of the merchandise, backed by a credit bureau 
report. The other is based on a small down payment or 
no down payment at all, long terms and no carrying 
charge, and the acceptance of the sale without a careful 
investigation. : 

Personally, I do not believe in giving credit to anyone 
who chooses to ask for it. The security of a conditional 
sales contract or chattel mortgage is no reason why you 
should. O.K. the sale. 

Those who sell for less than 10 per cent down payment 
and grant as much as two years’ time will, in my opin- 
ion, experience difficulties. One frequently hears about 
arrangements of that nature on furniture and other house- 
hold articles. The rate of depreciation on furniture is 
extremely high and, it seems to me, the terms of the sale 
should have some relation to this factor as it should with 
clothing and fur coats, which have little or no repossession 
value after they have been worn. We think that an auto- 
mobile depreciates fast, but I believe the depreciation on 
furniture, within a given time, is just as great if not 
greater. 


The CREDIT WORLD 





















GIMBEL BROTHERS 


MILWAUKEE, Wis. 


Ye gratefully acknowledge the Openine of a 
Deferred Payment account in your name, 


A copy of the agreement together with a pass 
book containing a record of your account is herewith en- 


closed, Please use the Pass book when making paynents, 
either in person or by mil, 


If there is anything in the terns or agree- 
ment which is not according to your understanding, please 
notify the undersigned immediately. 


It is our-sincere hope that you will always 
find ¢imbel Service and Merchandise entirely Satisfactory, 


Thanking 
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GIMBEL BROTP 
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you for this item of business and 
in advance for your extended patronage, we are 
Very truly yours, 


GIMSZL BROTHERS (MILW.) 
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Respectfully yours, 
GIMBEL BROTHERS, INC 
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Experience has shown that the smaller the initial pay- 
ment and the longer the terms granted, the greater the 
loss ratio will be. Business men who ignore the relation 
of easy terms to the loss ratio, have suffered in large 
numbers, and experienced heavy losses. 

As conditions improve, there will be a greater demand 
for home furnishings which will be purchased on the 
installment plan, because people have no accumulated 
savings to pay cash. The average wage earner could not 
enjoy these conveniences if it were not for this convenient 
method of payment. 

Installment buying is here to stay, and we as credit 
men must hold ourselves responsible to properly execute 
the details. We are not only credit men to safeguard 
the interests of our company by extending such credit 
when it is warranted, but we should help the customer 
and counsel with him to avoid overbuying and overfinanc- 
ing. 

At the opening of an account the customer should be 
informed of the importance of meeting payments as they 
mature. He should be told when the payments are due, 
and he should receive a copy of his agreement. If you 
have secured a reasonably good down payment, in addi- 
tion to the contract, you have the security which the open 
account does not provide. However, there is one factor 
that we must always recognize, and that is unemploy- 
ment. It is practically the only danger of loss. 

The first step in making installment sales profitable is 
the adoption of an adequate carrying charge. Interest at 
the rate of 6 per cent per annum on the unpaid balance 
has been proved to be a sufficient charge to meet the 
expense incident to handling installment sales. 

Take the customer’s application just as completely and 
carefully as if he had applied for a monthly charge ac- 
count—and investigate his or her standing in the com- 
munity. If you have a credit bureau, protect yourself 
with an up-to-date report. As the initial payment, I be- 
lieve 10 per cent of the purchase price should be the 
minimum, with a minimum of $5.00 per month or $1.00 
per week, and as previously stated, the balance should 
not extend beyond the depreciation value of the mer- 
chandise. For instance: A fur coat should be paid for 
before the end of the wearing season. (Example: On a 
purchase made in September or October, payment should 
be completed by following April—6 months.) Larger 
down payments should be required on cloth and fur 
coats, also on such merchandise as linoleum, draperies, etc. 

When the customer makes a purchase a contract should 
be signed. ‘The contract should specify the nature of the 
merchandise purchased, selling price, amount of down 
payment, original balance, and amount of carrying charge 
as well as the monthly payment date and the number of 
months over which the payments are to be spread. As 
the day of the month is of little concern to the customer 
at the time contract is signed, so the first operation is to 
send the customer a copy of the contract and a letter call- 
ing special attention to the due date of the monthly pay- 
ments. 


The next important step is to complete the sale, and 
that is to collect the account. A close follow-up should 
be kept on the first few monthly payments because the 
amount of the customer’s equity in the merchandise is the 
greatest factor toward final settlement, and with the 
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down payment and several payments applied, you can 
feel reasonably sure of the balance being paid. 

A lenient collection policy or a careless follow-up sys- 
tem can be held responsible for a great many sad experi- 
ences. A strict collection policy is the surest guarantee 
toward final settlement. I have found that a very im- 
portant step in good collection returns is a carefully 
worked-out system, which must be followed through. 
There really is no secret to collecting accounts, except 
common sense and hard work. 

I found out many years ago that being on the job at 
the right time and perseverance are the two most impor- 
tant steps. Once relax your vigilance and the trouble 
begins! 

The majority of bad accounts are due to neglect, lax- 
ity or benevolence, if you may call it that. It is wrong to 
grant extensions without proper investigation or because 
of some sad story, or to give extra time just to be mag- 
nanimous or for the purpose of gaining good will. Many 
a time I have told a customer that we want to help him 
but we must have his cooperation to do so. We try to 
make them feel that we are anxious to help and we sug- 
gest that they pay something, if it is only a small amount, 
in order to keep the account moving. 

Many a customer asks for an extension when he still 
has a little income, and he asks for it as a matter of pro- 
tection. By making the customer feel that it is not an 
easy matter to obtain an extension, a compromise usually 
can be made, and the account, at least, kept moving. 

As we have always maintained a fairly good collec- 
tion percentage and a minimum of repossessions, I must 
conclude that our collection system is functioning, so I 
present to you my own secret formula for bringing in 
the cash: 

Customers receive a copy of the contract with the pass 
book, and a letter clearly explaining the due date of 
monthly payment, also the importance of payment by the 
due date. 

Accounts are classified as to the type of merchandise. 

No advance notices or statements are mailed except in 
special cases. 

Accounts are analyzed for collection purposes every 
15 days. An age-analysis of all accounts is made every 
30 days, classifying accounts under P/D captions—15 
days—30 days—45 days—60 days—and 90 days—thus 
giving us a complete picture of our accounts. 

When the first payment on a new account is not paid 
promptly, we phone if possible; otherwise, a special state- 
ment calling attention to past-due installment is mailed, 
and if the payment has not been received by the next 
check-up, the account is promptly referred to the Collec- 
tion Department. 

If, however, payments have been made on the account 
previously, a phone call or special statement results, and 
if no payment by the next check-up, or 30 days after due 
date, we again telephone or mail a card notice, and after 
15 days, or 45 days from the due date, the account is re- 
ferred for collection. ‘The analyzer can, however, make 
allowances on accounts which have been prompt over a 
long period of time, or in the event of sickness, etc. If 
the analyzer is in doubt at any time, he refers the account 
for instructions to the head of the Deferred Payment 
Division. 

(Continued on page 11.) 
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President, Scruggs-Vandervoort-Barney Dry Goods Co., Saint Louis 


this country’s total retail business in 1933 was 
nearly 26 billion dollars, thus establishing the dis- 
tributive craft as the country’s largest business. 

This enormous figure represents, however, a decline in 
the last 5 years of 47.7 per cent. The number of stores 
declined from 1,543,000 in 1929 to 1,520,000 in 1933, or 
only 114 per cent. 

That such a large percentage of stores could have 
stayed in business in the face of such a staggering decline 
in volume testifies to the inherent stability of the modern 
store and its methods. 

Retail credit has made a good showing during the de- 
pression. Losses from Bad Debts in Department Stores 
reached their peak in 1932, when they were sixty-five 
one-hundreths of one per cent of total sales and declined 
to one-half of one per cent in 1933. I think the average 
business man will be astonished that losses from a credit 
business could be held so low during such a period as 
1933. 

The table below shows how sales in average depart- 
ment stores were divided by classification: 


i ‘HE Department of Commerce Census shows that 


1931 __ 1932 _—1933 
Cash 38.0% 41.1% 41.5% 
C.O.D. 4.4 5.6 6.1 
Charge 52.0 47.7 45.9 
Installment _ 5.6 5.6 6.5 


This table speaks eloquently for the inherent honesty 
of the American public—it shows that they are paying as 
they go. Every year shows an increasing percentage of 
cash business and decreasing charge business. Customers, 
in other words, are balancing their budgets. 

The above figures are for previous years. Reliable re- 
tail statistics are slow in coming out, but every indica- 
tion is that the record of retail credit is steadily improv- 
ing. 

Below is a comparative schedule showing by months 
collections in per cent to total outstandings in the St. 
Louis Federal Reserve District: 


1929 1930 1934 

January 44.9% 42.3% 44.9% 
February 40.0 38.4 42.9 
March 42.9 39.8 45.2 
April 44.0 40.6 46.0 
May 43.9 42.4 47.8 
June 42.9 42.2 46.4 
July 42.0 39.9 43.7 
August 38.4 36.1 40.7 
September 39.0 36.7 42.6 
October 44.9 40.6 

November 44.2 41.7 

December 41.9 41.2 





The above table clearly shows a marked improvement 
in collections, and the steadiness of this improvement is 
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Retailing Weathers 
the Storm! 


By FRANK M. MAYFIELD 









shown by the fact that every month this year is better 
than the corresponding month in 1929, supposedly a ban- 
ner year. Score another point for the credit man and 
his work! 

Volume of retail sales has shown an increase every 
month this year over corresponding months in 1933. 
Early reports for October indicate a better than normal 
increase. 

Figures from the International Statistical Bureau show 
that consumer income is rising sharply (partly due to 
government expenditures). Retail prices have been more 
or less steady with some declines recently. This would 
indicate a considerable “backlog” and gives rise to belief 
that the present gain in sales would continue or grow 
larger. Incidentally, the increasing volume of sales has 
greatly improved the inventory position of retailers as a 
whole and indicates that their re-orders to manufacturers 
will be in increasing quantities. 

Better business in the retail store helps all other busi- 
ness. The department store has some wide ramifications 
and I think I can prove that a gain in retail sales will 
help every business in that store’s community and do it 
very quickly. 

Taking the average expense figures for department 
stores all over the United States, let’s look at the money 
the typical department store pays out in its town. For 
convenience, I am taking a store doing an annual volume 
of ten million dollars. Such a store would pay out every 
year $1,845,000 in wages, which would find its way into 
every moving picture theater, gasoline station, grocery 
store, etc., in the town in a very short time. 

Its real estate costs, directly paid out in cash each year 
would be $570,000. It would pay $410,000 to the news- 
papers for advertising. It would buy $190,000 in sup- 
plies—boxes, paper, pencils, etc., from local houses. 

It would buy $105,000 worth of electricity from local 
power companies. It would pay the railroads $45,000 
for buyers’ traveling expenses. Postage, telephone and 
telegraph would cost it $60,000. Store repairs—pur- 
chases from local companies would be $35,000. Insurance 
would be $30,000 and lawyers, accountants and credit 
bureaus would get another $55,000. 

None of this takes into account local purchases for mer- 
chandise which would, probably, run over $2,000,000. 

There used to be an adage that it took three days to 
catch cold, three days with it and three days to get over 
it. This schedule was supposed to hold without regard 
to the sort of dope you took to cure you. 

Perhaps some such rule holds true about a depression. 
It took us some years to get one, and we had it violently 
for several years. We are just as surely recovering and 
no one knows whether it is in spite of, or because of the 
medicine we have taken. 











October Trends--a Fast-Reading Summary 






... A nation-wide cross section of facts and opinions on retail collections and credit sales 
for October, 1934, as compared with October, 1933... 


HE fast-reading sum- 
mary of the nation-wide 
cross section of facts and 
opinions on retail credit sales 
and collections for September 
which was included in the last 
issue of The Crepir Wor._p 
has created considerable interest 
throughout the nation. Many 
of our members have stated that 
they were vitally interested in 
this up-to-date summary. Then, 
too, many bureau managers 
have used this information in 
their local bulletins. 

Beginning with this month’s 
Crepir Wor Lp, the percentage 
of increase or decrease of col- 
lections and sales will be com- 
pared with the same month last 
year instead of the previous 
month. 


Significant Facts 


Collections and credit sales in 
the New England states are 
gradually getting back to nor- 
mal after the textile strike dis- 
turbance. New concerns are 
opening up and the textile in- 
dustry seems to be gaining. 
Real estate dealers in Augusta, 
Maine, report few vacancies, 
whereas a few months ago there 
were many vacant apartments. 
. .. The shoe industry in Man- 
chester, New Hampshire, shows 
slight improvement while the 
building lines have increased 10 
per cent over last year. On the 
other hand, the percentage of 
declined credit applications has 
increased considerably over last 
year.... 

From a rather sluggish start 
October ended with an increase 
in credit sales in the Pitts- 
burgh area. Erie reported the 
greatest increase in collections 
as well as credit sales... . 


Richmond, Virginia, reported ~ 


no change in credit sales and 
collections while Greensboro, 
North Carolina, merchants re- 
ported that October was the 
best month they had experi- 
enced in the last four years, not 
including, of course, the Christ- 
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Distr; 4 Ci Collec- Increase or Credit Increase or 
wae See Sy tions Decrease Sales Decrease 
1. Augusta, Me. Fair +17.5 Good +20.0 

Manchester, N. H. Fair —- 5.0 Fair — 5.0 
2. Newark, N. J. Good + 4.5 Good + 7.0 
Utica, N. Y. Fair + 1.5 Good + 3.0 
Erie, Pa. Good + 9.0 Good +12.7 
Pittsburgh, Pa. Good + 5.0 Good + 8.0 
3. Greensboro, N. C. Good +10.0 Good +25.0 
Richmond, Va. Fair No change Good No change 
Clarksburg, W. Va. Fair - 50 Fair +10.0 
4. Birmingham, Ala. Good +15.5 Good +36.0 
New Orleans, La. Good +15.0 Good +13.0 
Shreveport, La. Fair + 8.7 Fair + 7.1 
Charleston, S. C. Slow —25.0 Good +40.0 
5. El Dorado, Ark. Good +25.2 Fair - 3.2 
Eldorado, Kan. Fair + 5.0 Good +10.0 
Little Rock, Ark. Good +2.5 Fair + 5.0 
Jefferson City, Mo. Fair +26.5 Fair + 5.0 
Kansas City, Mo. Good + 2.0 Good + 5.2 
St. Louis, Mo. Good + 5.0 Good + 5.0 
Knoxville, Tenn. Good + 8.0 Good +22.0 
Nashville, Tenn. Good + $.3 Good +17.0 
6. Peoria, Ill. Good +11.0 Good — 
Springfield, Ill. Fair + 2.0 Good + 9.0 
Grand Rapids, Mich. Good 412.0 — Fair + 5.0 
Mt. Clemens, Mich. Fair + 8.0 Fair +15.0 
Dayton, Ohio Fair +15.0 Fair +15.0 
Toledo, Ohio Good +20.0 Good +16.0 
Madison, Wis. Good +50.0 Good +20.0 
7. Cedar Rapids, Ia. Fair + 3.0 Good +15.0 
Sioux City, Ia. Fair + 1.5 Good + 4.0 
St. Paul, Minn. Good + 6.2 Good +13.7 
Omaha, Neb. Fair + 3.0 Good +10.0 
8. Muskogee, Okla. Good +12.0 = Fair - 3.5 
Tulsa, Okla. Fair + 7.1 Good +15.5 
Las Cruces, N. M. Good +33.0 Good +50.0 
Austin, Tex. Good + 2.8 Good + 6.3 
Amarillo, Tex. Good 425.0 Good +39.0 
Houston, Tex. Good + 77 Good +12.6 
Dallas, Tex. Good + 3.5 Good + 9,2 
El Paso, Tex. Fair + 5.0 Good +17.5 
Fort Worth, Tex. Good + 6.6 Good +10.1 
San Antonio, Tex. Fair + 3.0 Fair + 8.0 
9. Tucson, Ariz. Good + 5.0 Good +27.0 
Idaho Springs, Colo. Fair 460.0 = Fair +70.0 
Casper, Wyo. Fair No change Fair +10.0 
Cheyenne, Wyo. Good 425.0 Fair +10.0 
11. Santa Barbara, Calif. Good + 9.0 Good +17.0 
12. London, Ont. Good Nochange Fair No change 
Hamilton, Ont. Fair + 7.5 Good +20.4 
St. Thomas, Ont. Slow — 5.0 Good +10.0 
Vancouver, B. C. Good 125.0 Good +13.0 
Victoria, B. C. Fair + 5.0 Good + 5.0 
Winnipeg, Man. Good +17.0 Good +11.0 








: Reports, for above table, must be in National Office by the fifth of each month.) 
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mas business. . . . Wholesale merchants reported an even 
more substantial increase in business, especially in the 
tobacco belt sections where prices have increased on an 
average of three times that of last year. Clarksburg, 
West Virginia, reported collections off slightly, due to 
the closing of a steel mill because of labor trouble; sales, 
however, continue to increase... . 

Collections and sales continue upward in Birmingham 
and New Orleans while Charleston, South Carolina, col- 
lections are slow ; however, their sales increased somewhat 
over other cities in the district. . . . Credit sales in El 
Dorado and Little Rock, Arkansas, were retarded in 
clothing stores due largely to unusually warm weather 
and curtailment of oil business. . . . 

October continued to show a favorable trend in retail 
business in the Kansas City and St. Louis areas, while 
special sales have had a tendency to sharply increase buy- 
ing and collections continue to show improvement. Octo- 
ber turnover in Accounts Receivable shows a favorable 
increase over October a year ago. Business conditions 
appear very satisfactory for good fall and Christmas busi- 
ness. ... 

Mount Clemens, Michigan, reports a decrease in col- 
lections and sales due mostly to automobile factories clos- 
ing in Detroit. Toledo, however, leads the district with 
20 per cent increase in collections and 16 per cent in- 
crease in credit sales. Dayton, Ohio, reports 15 per cent 
increase in collections and sales while towns in its sur- 
rounding territory reported as much as 10 per cent better 
in both collections and sales. Dayton is greatly influ- 
enced by the General Motors plant which is now operat- 
ing at only a small per cent of its capacity. . . . Cedar 
Rapids, Iowa, shows the greatest increase in credit sales 
and the demand for credit accommodations has shown an 
increase over 1933. St. Paul shows the greatest increase 
in collections with 6.2 per cent... . 

Cities located in the Southwest continue to report good 
collections and sales. However, cool weather is needed 
to stimulate Fall buying while additional rain is needed 
for crops. The increases were particularly noticeable 
with those firms having an established credit policy and 











RECAPITULATION 
Collections Credit Sales 
Per Cent Per Cent 
Cities of Total Cities of Total 
Good 29 58.0 36 72.0 
Fair 19 38.0 14 28.0 
Slow 2 4.0 — — 
Total 50 100.0 50 100.0 
Collections Credit Sales 
Per Cent Per Cent 
Cities of Total Cities of Total 
Increase 43 86.0 44 88.0 
Decrease - 8.0 3 6.0 
No change 3 6.0 2 4.0 
No reply ane one 1 2.0 
Total 50 100.0 50 100.0 
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collection department procedure. . . . Casper, Wyoming, 
reports credit sales lagging due to unreasonably warm 
weather and continued drought. On the other hand, 
Cheyenne, Wyoming, reports that unusual activity on the 
railroads and release to farmers of Government allotment 
money have helped collections materially. The warm 
weather also affected the usual movement of Fall and 
Winter merchandise in Cheyenne. . . . 


The election in California caused many people to with- 
hold commitments awaiting the outcome. . . . Collections 
in Canada are still increasing—Vancouver reporting a 
25 per cent increase in collections and 13 per cent in 
sales. Winnipeg reports an increase in credit sales in all 
lines except clothing (a decrease of 10 per cent) which 
was due to the extremely warm weather all during Octo- 
ber while the same month last year was very cold. Gen- 
eral feeling was that sales would have increased if it had 
not been for the weather. 


>» > » 


Massachusetts Credit Bureaus Hold Joint Meeting 


The members of the Lynn Credit Bureau were hosts 
to the members of the Salem, Peabody, and Beverly Bu- 
reaus on Tuesday, October 23, in Lynn. This was the 
first joint meeting of these communities, all of which are 
located within a radius of seven miles. 


Our guest speaker was George T. Flynn, Secretary- 
Manager of the Bridgeport Credit Rating Bureau of 
Bridgeport, Conn. Mr. Flynn gave us a most interest- 
ing and instructive message on the value of cooperating 
with your Credit Bureau. 

Mr. G. H. Duplessis, Controller for Burrows & San- 
born Co., and President of the Lynn Retail Credit Asso- 
ciation, expressed the desire that this be the first of many 
such meetings to bring about better credit granting meth- 
ods in these communities. 

—MarsHA.L_ W. Hunt, 
Secretary, Lynn (Mass.) Credit Bureau. 


- FF 


I cannot make up my mind whether to bless or curse 
references! Many times they are invaluable in assisting 
one to grant credit wich proves quite soundly given, but 
the number of cases where the reverse is the case rather 
upsets the applecart. A case where references were in- 
valuable came to my notice the other day. A firm seek- 
ing credit was checked up by a Credit Reporting Bureau 
which ended up by saying “The above are thought to pur- 
chase on the Continent, as we cannot trace credit experi- 
ence on this market. References should be requested.” 
The references were taken up and six excellent replies 
were received from well-known exporting houses. Where 
would the trader have been without the references? 


On the other hand, a case has just come my way where 
references are excellent, but where a Reporting Agency 
has traced a large number of accounts not only slow but 
troublesome, and where County Court judgments are 
registered. Where would one have been if the references 
had been the only information available? The only sound 
rule seems to be—take up references and make an up-to- 
date credit enquiry. Between the two a credit assess- 
ment should be possible—From “A Credit Man’s Reflec- 
tions’ —“Commercial Review”—London. 








with numerous applications for credit daily, from 

people who are unemployed or people who have 
been unemployed for some time, has a real problem on 
his hands to reject these applicants and still retain their 
good will. If he can turn down such a credit applicant 
gracefully and still sell him the institution, he is a master 
diplomat. 

At no other time is the good will of the store at stake 
more than when the credit man is forced to refuse credit 
to a customer. But if he can do it and still retain the 
good will of the customer he is doing his institution a 
real service. 


Twi Manager of Credit Sales today, who is faced 


Each credit applicant who is rejected immediately be- 
comes one of two factors in your business—a potential 
cash customer or a potential trouble maker. If the Man- 
ager of Credit Sales diplomatically rejects him and then 
exerts sufficient salesmanship to retain his cash business he 
has done a real service to his institution and such a credil 
man should be given credit for being a diplomat and a 
salesman. 





First of all, the customer’s cash business is to be con- 
sidered. He will buy merchandise some place and pay 
cash for it and here the salesmanship of the credit man 
comes into play. 


The customer may be persuaded to place this mer- 
chandise in the Will-Call Department with a small pay- 
ment down and pay it out in that manner. In the insti- 
tution that I am with, a record was kept of the declined 
accounts for thirty days and 32 per cent of the sales were 
saved by handling them through the Will-Call Depart- 
ment. 

It must be kept in mind that the credit applicant will 
feel that he has been mistreated and a great injustice done 
him if he is flatly rejected credit. But—he can be shown 
that he can still purchase the merchandise at the same 
price he contracted it for and can still pay on it as he 
wanted to and the only thing the store asks is that he 
leave the merchandise until he has it paid for. He can 
be told that at a later date (when some of the points in 
his credit report have been cleared up) we can possibly 
open a charge account for him. 


Another effective method in rejecting a credit appli- 
cant is, of course, to place the blame on established credit 
rules of the institution or upon the established rules or 
standards set by the Credit Association of your city. This 
puts the blame on the Credit Association and gives the 
credit man an “Out.” 
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Diplomacy 
Builds Good Will 
In Credit Rejections 


By WILLIAM E. GLASS 






Credit Manager and Controller, Cottrell Clothing Co., Denver, Colo. 


By all means the credit manager should stay on the 
side of the customer and naturally the credit man gives 
the impression that he is doing all he possibly can to help 
the applicant to obtain credit but—‘“on account of cer- 
tain rules and standards the report was such that the 
account could not be opened.” 

Another effective means is often used by some stores 
during a large promotion such as an anniversary sale or 
a clearance sale. Here the blame is placed on the policies 
of the store that during these large promotions, the mer- 
chandise is naturally sold very close so that the restric- 
tions on new accounts are naturally much more rigid. It 
is explained to the customer, of course, that he could pay 
cash and take advantage of the exceptional values on this 
promotion, and at a later date the store would be very 
glad to go into the matter of opening a charge account. 

Some stores do not approve of rejection letters. They 
think it is better to tell the customer personally or over 
the telephone. However, it is practically impossible to 
tell the customer personally when a great number of ap- 
plications are handled daily, and there is only one method 
which is adequate; that is by letter. 

Enclosed are a few letters that are being used by cer- 
tain stores but, of course, the character of these letters 
depends on the circumstances existing in each store or 
city. A few cases require personally dictated letters. 

Letter Suggesting Cash Purchase 
Dear Sir: 

Circumstances are such as to make it impossible for us 
to take favorable action upon your recent application for 
the privilege of a charge account, which, accept our as- 
surance, we very greatly regret. 

We hope, however, that you will find it possible to 
take care of your requirements here on a cash basis, thus 
obtaining for yourself the benefit of the exceptionally 
close price at which all our high-grade merchandise is 


sold. 


Very truly yours, 


More Information Requested 
Dear Sir: 

We thank you for your recent application for a charge 
account with our store which we have given consid- 
eration. 

We have endeavored to require information from your 
references which would permit us to open this account. 
At this time we are not in possession of sufficient informa- 
tion to open the account; however, we will be more than 
pleased to take the matter up at your convenience if you 
can furnish us with further credit references. 
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We value your business and we hope to be favored 
with it in the future. 
Very truly yours, 


“Information Does Not Meet Requirements” 
Dear Sir: 


Your request for a charge account with us has been 
considered, but the information you furnished was not 
sufficient to meet the rules and standards which have 
been set down in Denver. 

We regret very much that we do not have sufficient 
information to open the account, and if you can drop in 
and furnish us with further reference, we will be glad to 
take the matter up again. 

In the meantime the merchandise that you selected will 
be held for you as we thought possibly you would want 
to pay cash for this purchase. 

Very truly yours, 


The “Anniversary Sale” Letter 
Dear Sir: 


We thank you for your application for a charge ac- 
count with us during our Anniversary Sale. 


The references that you furnished us were not suff- 
cient upon which to open a charge account at this time. 
The Anniversary Sale which we are now conducting 
forces us to sell our merchandise rather close and nat- 
urally, the standards of credit are much more strict than 
at other times. 

We are holding the merchandise that you selected as 
we are sure you will want to pay cash and take advantage 
of these exceptional purchases and at a later date we will 
be very glad to go into the matter of a charge account 
with you. : 

Very truly yours, 
» » » 


The Placement Service of the National Retail Credit 
Association has just received an application for a posi- 
tion, from a credit and collection manager, married, age 
32, six years’ department store and retail men’s clothing 
store experience, in a city of over a half-million. He has 
best of references and can be available at an early date. 
Anyone interested address the Placement Service, National 
Retail Credit Association, 1218 Olive Street, St. Louis, 
Mo. 


Franklin Simon 


Franklin Simon, head of the firm of Frank- 
lin Simon and Company, New York City, 
died at his home in Westchester County, New 
York, on October 4, 1934. Mr. Simon, who 
was 69, had been in failing health for sev- 


eral years. 

In his passing the Associated Retail Credit 
Men of New York City and the National 
Retail Credit Association lose a staunch, loyal, 
and devoted member. We express our sym- 
pathy to his family and to his many close as- 
sociates in the New York Association. 
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Installment Selling and Collections 
(Continued from page 6.) 


The analyzer is instructed to watch closely accounts 
where the merchandise has little or no resale value, such 
as coats, etc. Any doubtful accounts are filed, and all 
accounts of $200.00 or more are filed. 

In my opinion, the groundwork for the final settlement 
of the account is laid in the preliminary collection follow- 
up. 

My advice is not to permit a delinquent payment to go 
by unnoticed—it gives the customer the impression that 
we are lenient. ‘The customer should be impressed at all 
times with the importance of complying with his contract. 
An indication of carelessness or laxity on our part is 
bound to result in collection trouble. 

When the account is referred to the Collection Depart- 
ment, the analyzer’s job is finished and the responsibility 
then rests with the Collection Manager. The collection 
card indicates the date and amount of the sale, down 
payment and any subsequent payments applied, also show- 
ing the delinquent payments, the work done by the ana- 
lyzer, the customer’s occupation and any information of 
value. 

Where the first payment of a new account has not 
been made, and the customer has not responded to the 
analyzer’s request for payment, a collector is instructed 
to call. Ordinarily a special letter of inquiry is mailed. 
This department uses a series of form letters in addition 
to the telephone, investigator, and collector, and follows 
up every ten days, using a master card filed alphabetically, 
and a working card filed ahead in a daily and monthly 
file, so that an account marked up on the 10th of the 
month for a 10-day follow-up, is filed under the 20th 
and on that day automatically comes up for attention 
again. If the customer pays and the account becomes 
up to date, it is transferred back to the Deferred Pay- 
mant Division. In the event of continued nonpayment, 
a demand notice is served on the customer, and finally, 
if the customer fails to respond, replevin proceedings 
result. 

As repossession is the last thing we desire, every effort 
is made to cooperate with the customer by refinancing 
the contract, accepting lower payments, or extending the 
time. When payments default because of reduced in- 
comes, part-time employment, etc., we suggest a new con- 
tract. If the customer had been unemployed for some 
time, in order to give him a greater incentive to carry 
on, to help him start with a clean slate, we suggest a 
new arrangement; find out how much he can readily pay, 
and draw up a new agreement. In such cases, we use a 
Chattel Mortgage Contract. It seems the customer feels 
a greater moral responsibility, and in most cases these 
new agreements pay out very satisfactorily and in addi- 
tion build good will. 

We do not repossess except as a last resort. We find 
that the service of a Demand Notice has a remarkable 
effect of producing some money, and thus enabling us to 
again get the ball rolling. The Demand Notice has pre- 
vented many a repossession, and resulted in a new ar- 
rangement and final settlement. (See Fig. “F” on plate 
on page 5.) 

(Continued on page 31.) 











Manager’s desk daily. Especially is this so if he 
be in the retail business and in what is known as 
installment selling. There the ups and downs of life are 
viewed regularly and that armor behind which we humans 
are so prone to hide is cast aside to show our real selves. 


’ SHE panorama of life passes the Credit-Collection 


Tony Bonomo (the name is fictitious) was a 
former if not present “bootlegger” and true to his type, 
noisy, uncouth, boisterous and overbearing. By threats 
and arrogance, he tried to bluff his way through every 
situation. In the heyday of the prohibition period, Tony 
had prospered, at least he had money. It came easy and 
as the saying goes—‘Easy come, easy go.” So Tony 
spent it all. 

In fact, he used up his future earning power, probably 
a fanciful power in this case, basing his action either upon 
the theory of “Enjoy the use of the merchandise as you 
pay for it” or “Mortgage the future for the present and 
then let the credit manager carry your troubles if you 
can’t pay.” Anyhow, Tony bought and then bought some 
more and when there was no cash, why credit was just 
as good. A little down and years to pay enabled the said 
Tony to load himself down with worldly possessions. 

Then the inevitable happened, contrary to human plan- 
ning but in line with the economists’ prophecies. The 
world was sold up—not sold out—for consumers, mer- 
chants, warehouses and factories were overloaded with 
merchandise. One industry after another shut down pro- 
duction and in turn those supported were forced to be 
idle. No sales, no business (and merchandise not mov- 
ing), mean factories idle and men out of work. 

With money scarce, Tony just couldn’t make his own 
nefarious business go and with the death of prohibition, 
Tony was out entirely. To make a rambling story short, 
Tony became a bad, nay, an impossible credit risk, and 
ultimate foreclosure and repossession was the only way 
out of a nasty situation. 


All of which is interesting as far as human nature goes 
and does expound some very important business principles. 
One lesson is that to grant credit to an individual whose 
business or occupation is of such a nature as to be con- 
sidered a gamble is to put yourself in the “same boat.” 
You're just a plain gambler, too. 


Again there’s a lesson “in the times.” When dealing 
with the general public, their fortune is your fortune. 
In good times they can pay. In times of depression when 
their earning capacity is reduced or stopped, your col- 
lections suffer in proportion. 
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Know Your Customers-- 
First Essential in Credit! 


By BURRELL L. PICKERING 


Credit Manager, Biederman Furniture Company, Saint Louis 










. You must know the actual facts of the economic con- 
ditions and then face the facts squarely. If a man can’t 
pay and you know it, then accept this fact. If you are 
fortunate enough to hold a chattel mortgage on some 
tangible property, then set about realizing what you can. 
If you have sold intangibles such as rent or consumable 
tangibles such as groceries, well, that makes a long-drawn- 
out collection story. 

When selling an individual on extended credit, always 
bear in mind that you are dependent for your money on 
his future earning capacity. Therefore, if you can con- 
trol the situation, don’t oversell your customer. We've 
done such an excellent job of selling the consumer on the 
idea of installment buying that probably far more people 
are oversold than undersold. Contingencies and unfore- 
seen expenses happen to every man and for any man to 
promise to pay “up to the hilt” will probably later lead 
to inability to pay satisfactorily and possibly ultimately to 
a lost or “loss” account. 

Also, while on this collection problem, don’t overlook 
the importance of extension-granting. Of course, we all 
know that legally a debt can be collected by “mailed- 
fist” methods but from a humanitarian if not a future 
good-will standpoint, business just can’t afford to use 
such methods. Instead of harshly demanding payment, 
you must usually give polite attention and consideration 
to the debtor’s explanation as to the cause of the default 
and his proposition for advancing the maturity of the 
payments. . 

However, don’t forget ‘the fact that with some, and 
in reality an alarmingly increasing number of customers, 
extensions are asked for all too frequently, and on en- 
tirely too flimsy pretexts. With many people, credit has 
become cheapened as far as just obligations are concerned 
and the slovenly debtor has become prone to distort his 
privilege of asking for indulgence to a right to demand 
whatever concessions may suit his personal convenience. 

We all know “the customer is king” but we don’t be- 
lieve the old adage that “the king can do no wrong.” In 
these troublesome times, many are the kings that have lost 
their thrones. But don’t try to usurp the place yourself. 
After all, the merchant and his employes are but hum- 
ble servants. 

> >» » 
A Correction 

In our last issue, J. M. Duncan of the Standard Oil 
Company, Los Angeles, Calif., was erroneously listed as 
the State Chairman for Northern California in the New 
Membership Campaign. Mr. Duncan is Chairman for 
Southern California. 
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TELAUTOGRAPHS ARE USED 


By Hotels and Restaurants for Sandwich Orders 
By Banks for Information Regarding “Balances” 
By Automobile Manufacturers for “Assembling” Cars 
By Railroad Terminals for Dispatching Trains 
By Dairy Companies for Relaying Milk Orders 


And 


By 148 Large Stores for Credit Bureau Communication!! 


To Prevent Error-- With Resultant Loss 


And to Speed Up Delivery of Messages!! 


Yet 


Some Credit Managers Still Depend on Messengers or 
Oral Communication Service - - Regarding Credits!! 


OME credit men tell us that messenger service, 
S though slow, is preferable because the replies to 

their inquiries are more complete and are 
neatly typewritten. 


THERS say that the cost of our service is too 
high, yet telautograph rental rarely exceeds 
$1.00 per day. 


ND others contend that their expenses would 
be increased with no saving in pay rolls, etc., 
to offset such increase. 


by most of our present customers, but after due 

consideration, and for the reasons set forth in 
the next column, were found to be of little conse- 
quence compared with the advantages obtained 
from Telautograph Service. 


T HE points referred to above were brought up 


accounts and such delays result in slowing up 

sales to new customers—possibly the loss of a 
new account when the new customer becomes 
peeved over said delay. 


A ND, some credit men seem to overlook the 


B x: messenger service means delays in opening 


important point that instantaneous, depend- 

able, accurate contact with the bureau in in- 
delible handwriting, may not only prevent bad 
account losses but facilitate the more prompt open- 
ing of new accounts. 


LSO, expenses can be decreased sufficiently 
A to offset the cost of Telautograph Service if 

only for the reason that messages arriving 
from the bureau record automatically and without 
effort on the part of any person in the credit de- 
partment of the store. Thus, if one girl is now 
required to receive messages from the bureau, sev- 
eral hours of that girl’s time will be saved for other 
duties. 


W. & J. Sloane--NewYork--Ordered Telautographs Nov. 1st! 
We Have a Branch Office Near You—Send for Our Man Now! 





TELAUTOGRAPH 


16 W. 61st St. 


¥ CORPORATION 


New York City 


WE DO OUR PART 






NOVEMBER, 1934 










HAVE had talks with many dentists, and in almost 

every case they have balked at the idea of ever having 

to present their patients with a contract showing an 
express stipulation as to how much they would have to 
pay at specific intervals. If a patient was recommended 
to a dentist, he blanched at having to ask him questions 
regarding his personal habits, his occupation, and his abil- 
ity to pay. 

Each doctor (and this has been vehemently presented 
to me many times) thought that he would lose his per- 
sonally recommended business if he dared venture into 
the personal paying habits of a new patient. For he 
was brought in by Alfred. Smith, and that was enough 
for Dr. Brown. Sadly enough, the end of the year in- 
evitably brought its toll. 


But it has been proved that the dentist can ask ques- 
tions, can get a bureau report, can have his patient 
arrange an express contract, and still not only preserve, 
but materially increase his personally recommended clien- 
tele. Our own office is a splendid example of how bureau 
reports and systematized and carefully regulated credit 
extension have materially aided our figure of 85 per cent 
personally recommended people. 

Our credit department functions on the same primary 
principles as does the average merchant credit department. 
We have our collection card containing the essential in- 
formation as to the applicant’s name, address, occupation 
and so on. We have our contract (in the form of a 
promissory note) with the express terms stipulated there- 
on. And we clear our information through the central 
credit bureau in the same manner. 

Our business, of course, leans more closely to long-term 
credit, or if you prefer, installment credit. 

The essential difference is that our chart displaces the 
customary accounts receivable ledger. The chart con- 
tains the history of the case, and all payments, credits and 
additions. The collection cards, however, are kept en- 
tirely separate from the charts. This allows the collec- 
tion department freedom of movement and prevents loss 
of records or hindrance of collection activities. 

Now here comes Mr. Jones into our office for advice. 
Our diagnostician is called and renders his opinion and 
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The Business Side 


of the Dental 
Profession 


By JOSEPH M. GREENBERG 


Credit Manager, Dr. J. C. Campbell, 
San Francisco, Calif. 


his recommendation as to what Mr. Jones should do to 
remedy the condition, and also how much Mr. Jones is 
going to have to pay. After Mr. Jones has swallowed 
his pride and exposed his fear of forceps, he is invited into 
the credit department and the regular procedure of fill- 
ing out the acquaintance blank and signing the contract 
is followed. 


The contract is filed alphabetically, the acquaintance 
blank cleared through the credit bureau, and the account 
set up. Up to now, the procedure is the same as though 
the customer walked into a clothing store, ordered a suit, 
and applied for credit for payment. 

However, as soon as the clothing customer walks out 
of the store with his suit the deal is closed, and the bill is 
due and payable according to the terms arranged. 

In the dental profession, however, it is different. Ren- 
dering service is a matter that requires time. Value is 
not received by the patient until completion of that serv- 
ice. Therefore, the credit department in the dental of- 
fice must watch the work of the dentist, control it, stop 
it, start it again, and regulate it so that the proper per- 
centage of money is paid by the time the work is done and 
the exact balance which should be due when the job is 
complete, is due, no more and ‘no less. 

For instance: Mr. Jones has agreed to have all his 
teeth removed, and a full set of dentures (false teeth to 
those who don’t understand) made to replace. In other 
words, a complete restoration. Ordinarily this repre- 
sents anywhere from one to three months’ time, depend- 
ing largely on the condition of the patient, and his phys- 
ical response to nature’s healing process. 

Now the credit department has arranged a budget for 
Mr. Jones as follows: 10 per cent down, 20 per cent by 
the time the case is completed, and the balance $2.50 per 
week until paid. Mr. Jones pays his 10 per cent down, 
and the credit department has its collection card marked 
up as follows (considering this to be a $50.00 case) : 


Contract $50.00 
Deposit 10.00 
Due $40.00 


After four weeks, say, the extraction specialist examines 
the patient’s mouth and finds that his gums are not re- 
sponding to treatment as well as they should, and that 
Mr. Jones will have to wait another month before we 
will be able to take impressions. 

In the meantime, the analyst who is daily covering the 
accounts, passes Mr. Jones’s account time and again and 
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does not dun it. On his card it reads—$10.00 down and 
$20.00 on completion; so long as the $20.00 payment is 
not recorded, the analyst knows that Mr. Jones’s work 
has not been completed and that he owes no more until 
it is finished. In this manner she passes it by. 

Each chart has a signal on it that distinguishes it from 
a strictly cash case, and on the signal appear the terms 
arranged, and how and when the patient is to pay. When- 
ever Mr. Jones comes into the office, the floor nurse 
glances at his chart. Seeing that the work has not yet 
been done, she does not bother him about the money. 

After Mr. Jones’s gums have healed and the impres- 
sions have been taken, and the plate all finished and ready 
for delivery, the floor nurse steps into the picture as an 
assistant to the credit department. Before Mr. Jones 
has a chance to get up and leave, the nurse politely asks 
him for the other 20 per cent due. Mr. Jones gladly 
takes the money out of his pocket and the payment is 
recorded the next day on the credit card. The analyst 
immediately notes that the services have been completed, 
the contract is binding, and in the parlance of the mer- 
chant, a sale has been consummated and closed. From 
here on, dunning is essentially the same as in any store. 

However, the credit manager of the dental office is in 
a far better position to control the payment of his out- 
standings than any other credit manager. The average 
patient, even after completion of the services called for, 
must return for adjustments and treatments. If he is 
not paying as agreed, a note is stapled to the chart to 
call the credit manager’s attention to the fact that the 
debtor is in, the next time he calls. Then the nurse 
again turns assistant to the credit department, and Mr. 


Credit Manager can have a heart-to-heart talk with the 
debtor about his contract agreement. 

It is easy to see that the credit department of the dental 
office is not only a credit granting and money collecting 
department, but a supervising department as well. It 
tells the doctors when to start the work, what work to 
do first, how long to take in doing it, and when to stop. 
This is a major feature of the dental credit department’s 
work and its amazing facilities and pliancy give the credit 
manager a more powerful grip on his debtors. 

We find that the average collection percentage on a 
well-regulated and orderly dental credit office should be 
between 18 and 20 per cent. So far, we have never 
dropped below 16 per cent. Our losses for the past three 
years have never exceeded 6 per cent of the gross sales, 
and we make a practice of charging off every doubtful 
account (and every skip) as soon as it becomes doubtful. 

A dentist rendering service on credit should figure on 
getting anywhere from between 33% per cent to 50 per 
cent paid in on the account before the job has been com- 
pleted, especially if the work happens to be operative 
(crowns, bridges, fillings, etc., as differentiated from 
plates.) The payments can be so spread and the work so 
regulated that each area of bridgework set and each filling 
put in place can be covered by its own proportion of 50 
per cent of the sale price by the time it is done. 

For example: If the service to be rendered includes 
one upper left bridge amounting to $30.00, one upper 
right bridge for twenty dollars, and one partial lower as- 
sembly for $60.00, the credit manager quotes terms as 
follows: $10.00 deposit at the start, $5.00 more when 


(Continued on page 23.) 























ACQUAINTANCE BLANK 
a » Sal See No 
FOR THE PURPOSE OF OBTAINING CREDIT x eecmemeeanen omen 
DEPOSIT FROM Dr CAMPBELL, ! HEREBY AFFIRM 
THE FOLLOWING STATEMENTS TO BE TRUE: 
BALANCE - — 
FIRST MIDDLE LAST 
NAME NAME NAME CREDIT REPORT 
Ist ADDRESS HOW LONG ? 
2nD ADDRESS 
3rD ADDRESS 
FORMER ADDRESS : HOW LONG ? 
1 HOME PHONE — —— a __ BUSINESS PHONE 
OCCUPATION 
EMPLOYED BY HOW LONG ? a 
eee ADORESS . os 
|_ MARRIED __ SINGLE WIDOWED 
|_WIFE OR HUSBAND'S NAME _ . REFERENCES:- _ 
3. Sa Sees ee - 
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The “Acquaintance Blank” is the credit application. Collection 











(Card size, 6” x 4") 


Record on reverse side. 









Comparative Collection Percentages-- 



































































































































DEPARTMENT STORES | DEPARTMENT STORES FURNITURE STORES FURNITURE STORES Y 
DISTRICT (Open Accounts) (Installment Accounts) (Open Accounts) (Installment Accounts) 
CITY 1934 1933 1934 1933 1934 1933 1934 1933 
AV.| HL | LO.] AV.| HL | LO.] AV.| HI | LO.] AV.| HI} LO: } AV.| HI | LO.] AV.| BL] LO.] AV.| BL.| LO. ] AV.| HI | Lo, L | LO. 
Boston, Mass. 443)52.9/41.1 [43.9 | 51.5 |39.5 [14.8 | 18.0 |14.1 116.6 |19.3 |15.2 147.0 | 51.0 |300}] — | — | — | — |15.7 |) — | — /21.9| — Hy 5 \463 
Providence, R. I. 320 |500 |346 [400 |50.4 3097 —|—|—|—|—|—F-—|-—{|-I]-|—-|—-I-!|—-!|-I-|-|-#I- 
Hartford, Conn. — eos ee ee eee alt as oe a a 53 — 2") ee 
Springfield, Mass? | —|—{|—|—|—|—]—|—|—]—|-—|]-{-]-|-]-|-|-I-|-|-I-|-|-}]- 
New York City 43.4 | 57.6 |32.0 140.4 |51.5 |30.5 [17.2 |32.0 [12.0 | 18.6 |208/99 | — \483| —| —| —| — | — |~3| — | — | — | — bas! — 
2° Pittsburgh, Pa. 38.3 |43.4 |32.7 135.7 142.5 31.7 914.5 |17.4 }12.2]15.9| 200112} —|—|—}]—|—|—]—|—|—]—|— | — iBaolaoo 
Syracuse, N. Y 33.8 |40.5/22.8 | 27.5|32.1 18.7 [16.3 [21.7 | 15.1}179) 19.9 }158 | — | - mt feed ee oe ea ee Pat ee —--|- 

3 Washington, D.C. 933.1 /42.9/31.5}] — | — | — Full ji25)78 | —| —}| —PF-—|]—}] —}|—|—] —}—|—|] —|—-—|—-—|--|- 
Huntington, W. Va. 145.2) 50.2/40.2 [35.8 /37.8 |33.8}] — |7.3};— |— |80| —J—|]—}—]—]—|— ] — |107 — 163 | —j#- 
Birmingham, Ala. 373 |42.6 |32.2 134.2 /43.7 |26.6 $14.1 | 18.2 /10.1 [11.3 1155/72 }— | — | —]|— |] —| — [ossi3iioo} — | — | —ig2) - 

4 New Orleans, La. $43.8 |50.8/30.0 [34.0/47.4 |34.0 126.2 /31.2 |14.5 [15.5 | 26.2)14.3 | — -~|—}-—-1-—-|]—-]—-!l-—- 1-1-1 — | =e I - 
Atlanta, Ga. soo cel (ieee (eel Mell Ete eed Coed Ble (eel Meee fot it i — | — | — | — 910.3 /10.9,) 9.8 | 10.6 |11.0 10.2125) — 
Kansas City, Mo. 59.9 |75.7 |46.0 |57.4 | 78.7 47.2 ]27.0 |39.1 |14.9 }24.3/32.1 16.4 176.0) — | — 175.0} — | — Filo] — | — Ji.s5| — | —]- 

5 St. Louis, Mo. 45.2 |55.5 |37.7 [40.0 |50.1 [31.2 [21.0 [30.1 |15.0 17.5 |23.5/13.7] — |509| — | — |569| — | — /178| — | — |18.6) —Hoo| — 
Chattanooga, Tenn. fF — | — | — | — | —|—F-—|]—/]—J-!]—!l—-!|-—-l]—- 1-1 —!I|—-T-I—- 1 - —|— | — 90/183 
Little Rock, Ark. 349 |39.0 | 30.8 }24.9|34.1/20.519.4 |9.9 | 9.0 19.6 [11.3 | 8.0 - ~ 9.9 |10.0 |9.9 |7.8 | 8.0 | 7.7 B86 |39.0 
Cleveland, O. 35.6 /41.6 |333 [29.2/32.7 |25.2417.3 |20.1 |13.2 | 16.1 |19.9|13.3 — ee ee ee be ee ee eee 
Cincinnati, O. 429 147.3 |35.6 132.5 /41.0 |24.3912.7 |15.8 |10.4 }12.6| 16.5 | 9.7 = —) a —i—|— | Seeeeeo 
Columbus, O. 43.5 147.8 |42.41420 |47.5 | 34.8] 11.7 |13.2| 10.1 119 |13.0/10.8 - — 2. = ae. — 1200| =a 
Toledo, O. 38.0 |45.9 | 36.0 |32.8/37.1 |28.0 116.0 |16.2/ 13.7 }11.9 [1521110 — | — — |} — | — JI.6 15.8 | 7.4 $12.3) 18.5 | 6.1 7.8) — 

6 Youngstown, O. 35.4 | 38.6 |32.1 136.3)38.9 | 33.6 $15.4) 17.9 | 12.9 113.3 | 13.8/12.8 | - sgt! - ~i~- i Bee 1) eee 
Detroit, Mich. 49.2 |59.0 |36.5 139.5 /41.0 |33.4 9 15.5/17.7 | 13.6 }18.0 |25.7|12.2 —i— 164) — | — |73 | ae | — 
Grand Rapids, Mich. 134.9 | 38.2 |31.7 }25.5/324/18.3} — |—|—}]—j]—]— —|- —}—|—]|— FILO 115.4) 7.6 19.1 113.4 16.7)8— | —- 
Milwaukee, Wis. — 137.6} — | — [31.3 | — $170 /19.1 1149} — J127); —-}F—| —| —]—| —]| — ]891971/81 [a1 |83]7281e—| — 
Springfield, Ill. 28.7 |36.5 | 19.5 | 23.7|28.7 |143 | — | — | — -~|}—|—]f-|- —}] —| — | — 918.2/249 |14.2 118.1 |26.6 |12.5 800 |16.6 
Duluth, Minn. 458 |47.8 |43.9 133.3 |41.7 |24.9 122.6) 26.8 | 18.4 |18.3 |21.1 15.6 | — — —|/—fJ-—|—|—I—] — | —me22il20 
St. Paul, Minn. 55.5 |59.9 [52.3 149.8/53.1 |43.0) — | —|—|]—|—|—]- - = —foe te Pa | 1 
Minneapolis, Minn. |62.2|68.5 |59.0 |60.2|65.8 [54.7] — = 2 = * 

7 Davenport,- Ia. 46.9 147.9 |459] — |37.5| — 114.5|14.9|14.1 We} — | — — |— |12.6) — | — |13.6) —|g— | - 
Cedar Rapids, Ia.° — he fe eae fe — aim i i — : _ - — _ = - - pe 5 ae 8 a “ - 
Sioux City, Ia. 42.2/48.4 | 36.0 [39.8 |47.6 |32.0911.0 [11.0 [11.0 [11.0 j11.0 [11.0 | — |450) — | — |460) — J—| — |] —] — — | — 
Omaha, Neb. 44.6 |49.6 |39.7 137.6 |44.3/30.9} — |12.2) — | — ji21} —f— | —}|}—]—]-—-|—]—|—|-—]-—|-—|]--]/- 

g Tulsa, Okla. 57.9 |61.5 |47.6 {53.0 |55.8 |48.0 $14.2 (14.6 (13.7 }14.5 | 14.7 |14.2 52.5 - — 715.6 118.8 1128 | — j17.1 | —|e- | - 
Oklahoma City 54.2/61.0 |51.0 [45.0 | 56.3 }37.3 112.6 |23.0| 9.0 J1I.5/176;65 7 — | — | —]|—| —| - =) =<) = 1-1) ia 
Denver, Colo. 42.0 /45.0 |38.9 [36.2/41.0 3497 — | —| —|—|—|-]-|- - of aeons 11.6 — | — |10.7| — P46 /12.2 

9 Salt Lake City, Utah |52.8 |56.1 |49.9 |428/467 |386}— | — | — = — — = . 2 . i e— | a Pee - 
Casper, Wyo. —j|j—-}i— —i— _ — — —_j— —i i | — _ — —_i-— > - 

10 Spokane,. Wash. 48.8 |61.5 |44.0}42.4|60.8 (40.0 $14.3 |15.8 [12.7 [13.1 (13.7 12.57 — -~}—F-—}—}]—F-]-—]-—]-—] — | ae 
Billings, Mont. 41.9 /42.5 41.2 |32.7|35.7 |29.7] — |103 6.7 z - -|5- 

San F i d =>, A) Pe pee cme | aus tm Don | o | . 
Oakland, Calif. 41.3 |54.2|29.8 |37.4 |50.2 /31.4 [21.8 |31.4 |14.3 ]17.8 /31.2/13.0} — | — 

"tos Angeles, Calif. 154.1 (62.9 |47.2149.5|568 143.1 119.9 [23.7/15.6 | — ~ SP - =h-|—)~—)— | (ae 
Santa Barbara, Calif. 149.8| — | — |49.4| — |— | — | — | — | — —S eres eeeses eee a hU6UlCU 
Vancouver, B. C. [68.9 {71.4 |66.4 160.1 |63.1 |57.1 124.5/24.6 |24.4/23.9 |26.1 |218} — | —|— |—|}/—}—}F—}]—|—]—]—|—}g-| - 
Victoria, B. C. 536.4 /61.5 |51.3 [52.2/63.1 |41.4 [25.1 |26.2)22.0)223 223/223] —|— |— |—|—|—}—|—|—|—|—|--/- 

2° Utica, N. Y. 50.0 /61.0 390) — | —-|—}—|]—|]—]—|—|—]-|-—|]—]—] —] — fools. jeg | — | — | — pepo 210 
a not received at time of going to press. *Heating *Paper and Pai 
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LES MEN’S CLOTHING WOMEN’S SPECIALTY 
3 1933 1934 1933 1934 1933 1934 1933 1934 1933 
| 10, L | LO. AV. | HL | LO. | AV. | HL | LO. | AV.| HL | LO. § AV. | HL | LO. | AV. | HL | LO. J AV. | HL | LO. | AV. | HL | LO.] AV. | HL | LO.] AV.!| HL | LO. 
9} — WBy.5 146.3 147.7 |51.5/43.9) — | —| —] —}| —|— ] — 49.9) — |] — 150.4) — $48.6 | 494 |32.1 144.5) 50.4 130.6 159.0 |73.5°1490" 147. 4 172.8470" 
|) — He | — fF — eK Ot rt rH I em 953 187.0 145.7] 473 [53.7 141.0 | — | — | — | — | — | — 9496 177.1*13602155.2 177.4*147.0 
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FOREWORD 
HEN the banking crisis was on a year and a 
half ago, it was the N. R. C. A. Legislative 
Committee and its Washington counsel who 
urged bank insurance of small deposits as an emergency 
measure. Results have justified our work in that behalf 
but the question now presents itself whether to work to 
make Federal insurance of small bank deposits a perma- 
nent feature of our banking structure. 
What do you think about it, Mr. Credit Granter? 
The Legislative Committee and the writer will be glad 
to have any thoughts or suggestions in that regard trans- 
mitted, through headquarters at St. Louis, to them. 


LEGISLATIVE 


Bonus Issue to the Fore 

The coming session of Congress promises to be vital 
to Americans, due to the bonus issue coming to the fore 
again. It will interest readers to learn that to June 30, 
1918, the United States had expended for soldiers of the 
War of 1812, Mexican, Civil and Spanish-American 
Wars, and their dependents, a period of a century and 
more, $5,707,754,378.67. 

From that date to June 30, 1933, fifteen years, World 
War veterans alone and their dependents have received 
$6,905,629,226.17. These figures afford food for thought 
in the light of the coming agitation in the next Congress 
for the bonus. If this question could be satisfactorily dis- 
posed of relief and other measures could be handled to 
better advantage. 


What Will Congress Do About Codes? 


The code question, so far as the 74th Congress is con- 
cerned, seems to have settled down to a question of how 
far Congress will go in the direction of price-fixing or 
something akin to it. There seems to be a general feel- 
ing that sales below cost, except of an emergency nature, 
may be regulated in some manner or other through codes 
but the big question is how to do it without bringing it 
within the category of a price-fixing measure. 


Will Personal Bankruptcies Increase With 
Reemployment? 

Past-due consumer indebtedness is still being studied, 
as some readers of The Crepir Wor Lp know, by govern- 
ment officials. If legislation is enacted on this line, it is 
apt to take the form of insurance somewhat akin to in- 
surance features in the act creating the Federal Housing 
Administration. Pertinent bankruptcy statistics are of 
interest as bearing on this subject. 
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For 1932, Department of Justice statistics indicated 
bankruptcies of wage-earners and the professional class 
as aggregating slightly over 31,000; and for 1933, the 
same classes, slightly under 30,000. Those in touch with 
the situation believe, however, that figures for the fiscal 
year June 30, 1934, will be higher and that as reemploy- 
ment gains the ratio will increase. 


DEPARTMENTAL 
Credit Reports Advised by FHA 


FHA Regulations do not make mandatory credit re- 
ports to accompany FHA loans but paragraph four, page 
eight, of Housing Regulations issued August 10, advises 
such investigations. On September 11, the writer sug- 
gested preparation of a special form by N. C. C. R. C. 
for this purpose and thereafter forwarded to St. Louis 
lists of approved financial institutions making such loans 
with the suggestion that they be broken down by divi- 
sion managers and forwarded to service bureaus with lend- 
ing institutions indicated in their particular localities. 

Privately owned mercantile agencies are using forms 
specially adapted to FHA loans. It is true that these 
loans are not made direct by Uncle Sam. but lending in- 
stitutions are expected by FHA to make adequate in- 
vestigations and it is difficult to see how such investiga- 
tions can be made to better advantage than by N. C. C. 
R. C. service bureaus. 

Each loan yields 9.7 per cent per $100 to the lending 
financial institution so that there is ample margin for the 
purchase of credit reports. _With 24,270 loans made to 
date, on an average of $450 per loan, and an estimate 
well in excess of one hundred million dollars as the ag- 
gregate of such loans, the possibilities in this class of 
business for service bureaus will readily be seen. Data in 
regard to this situation will be furnished to service bu- 
reaus by the writer on request. 


Depreciated Dollar Helps Automobile Exports 


The depreciated dollar to match the depreciated pound 
sterling is said to account in some degree for the large 
increase in our export trade in passenger cars and trucks. 
Figures available, in hand for the first nine months and 
estimated for the last three months of 1934, would indi- 
cate around $135,000,000 for the two classes of produc- 
tion in the automobile industry. Similar figures for 1933 
were $51,805,396, and for 1932, $34,930,419. 

It is said, however, that some method of government 
guarantee or participation by which exporters can, in 
effect, extend longer credits to their foreign customers is 
necessary if we are to regain a further proportion of our 

(Continued on page 30.) 


The CREDIT WORLD 











Give 


Delinguents 
A PLAN 


FOR PAYING 








OFFICES IN 112 CITIES 


Illinois 
Alton 
Aurora 
Bloomington 
Champaign 
Chicago 
Cicero 
Decatur 
Freeport 
Galesburg 
Joliet 
Moline 
Oak Park 
Peoria 
Rockford 
Springfield 
Waukegan 

Indiana 

East Chicago 
Evansville 
Gary 
Hammond 
Indianapolis 
Michigan City 
South Bend 


Towa 
Cedar Rapids 
Council Bluffs 
Davenport 
Des Moines 
Dubuque 
Iowa City 
Ottumwa 


Maryland 


Baltimore 


Orange 
Paterson 
Trenton 


New York 
Albany 
Binghamton 
Brooklyn 
Buffalo 
Flushing 
Fordham 
Hempstead 
Jamaica 

kport 
New York 
Niagara Falls 
Rochester 
Syracuse 
Utica 
Yonkers 


Ohio 
Canton 
Cincinnati 
Columbus 
Dayton 
Springfield 
Steubenville 
Toledo 
Warren 
Youngstown 


Pennsylvania 


Allentown 
Chester 

Erie 
Lancaster 
McKeesport 


Massachusetts Castle 


Boston 
Lowell 
Lynn 
Springfield 
Worcester 


Michigan 
Battle Creek 
Bay City 
Detroit 
Flint 
Grand Rapids 
Highland Park 
Jackson 
Kalamazoo 
Lansing 
Muskegon 
Port Huron 
Saginaw 


Missouri 
Kansas City 
St. Joseph 


St. Louis 


New Jersey 


Camden 
Jersey City 
Newark 


orristown 
Philadelphia 
Pittsburgh 
Scranton 
Upper Darby 
Wilkes-Barre 


Rhode Island 


Pawtucket 
Providence 


Wisconsin 
Appleton 
Beloit 
Eau Claire 
Fond du Lac 
Green Bay 
Janesville 
Kenosha 
La Crosse 
Madison 
Manitowoc 
Marinette 
Milwaukee 
Oshkosh 
Racine 
Sheboygan 
Superior 
Wausau 








HY not do more than just ask a slow account to pay? 
Why not suggest a plan whereby he can pay? Household 
offers such a plan. 


More than 82 per cent of Household Loans now out- 
standing were made to families who used the money to 
pay debts to merchants and other local creditors. And 
approximately 300,000 families borrow from Household 
on this Plan every year! They borrow from $30 to $300 on 
the signatures of husband and wife plus the security that 
is to be found in most homes. 


If you are located in one of the 112 communities served 
by Household and wish to suggest reorganized family 
finance to worthy families, send them a copy of the House- 
hold Loan Plan booklet. We will furnish you with as many 


of these booklets as you require—no charge, of course. 


HOUSEHOLD 


FINANCE CORPORATION 
AND SUBSIDIARIES—56th Year of Service 
919 North Michigan Avenue, Chicago 


ABOUT THE COST e Loans of $30 to $300 repaid in monthly 


installments may be called “‘retail loans’! Efficiencies never can reduce retail 
loan prices to the level of wholesale (bank loan) prices. However, when 
sound business methods are devised which permit “retailing’”’ money to 
husbands and wives on their signatures at monthly rates lower than those 
now charged, Household will be among the first to lower its charges. 
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Credit Fraternity Mourns 
Passing of A. D. McMullen 


Director, Na- 
tional Retail 
Credit Associa- 
tion, 1919-1928. 
(Excepting 
1922 and 1926.) 
Vice President, 
1929. President, 
1930. Director, 
1931. Director, 
1934. 

President, Na- 
tional Consumer 
Credit Report- 
ing Corporation, 
19033-19034. 


The passing of A. D. McMullen of Okla- 
homa City, is a distinct loss to the National Re- 
tail Credit Association and to the retailers of this 
country. 

After assuming charge of the Oklahoma City 
Retailers in 1917, Mr. McMullen continued 
active in National Association affairs and was 
elected President in 1930—the first credit bureau 
manager to be accorded that honor. 

As the directing head of one of the country’s 
most successful credit bureaus, he contributed 





Secretary- 
Manager, Okla- 
homa City Re- 
tailers Associa- 
tion. 

Member, Of- 
ficial Board of 
St. Luke’s Meth- 
odist Church, 
Oklahoma City. 
Member of the 
Masonic Order. 

Past Presi- 
dent, Lions’ 
Club, Oklahoma 
City, and for 
ten years was 
Secretary of 
that organiza- 
tion. 


generously and enthusiastically of his time to the 
solving of credit problems. He worked untir- 
ingly in the interest of the retail credit bureaus, 
and his constructive influence in his chosen field 
of endeavor will be missed by his many friends 
among the retail credit executives, credit bureau 
managers and retailers throughout the nation. 

Mr. McMullen was a loyal friend, was faith- 
ful in the discharge of his duties, fair in his 
dealings with his fellow-men, and his passing is 
a serious loss to the credit fraternity. 
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Wisconsin Credit Granters Form State 
Association at Madison Meeting 


consin Retail Credit Conference, held at Madison, 

October 10 and 11, formed the Wisconsin Retail 
Credit Association, a state-wide organization of retail 
credit executives. 


jE eens credit executives of Wisconsin, at the Wis- 


The following officers were elected by the new State 
Association : 


Ernest Johnson, H. C. Prange Co., Sheboygan, Presi- 
dent; Otto Lieder, Lieder-Lampert Lumber Co., La 
Crosse, First Vice-President; Karl Haugen, Schlafer 
Hdwe. Co., Second Vice-President ; D: C. Kennedy, Ed. 
Schuster & Co., Milwaukee, Secretary-Treasurer. 

Directors: Milton W. Youngs, Racine; Frank Kielich, 
Milwaukee; V. S. Bond, Madison; J. L. Reinhardt, 
Wisconsin Rapids; A. Reesman, Beloit; S. Winkelman, 
Wausau, and Frank J. Delaney of the Madison Rating 
Bureau, Ex Officio. 

Ernest Johnson, Credit Manager of the H. C. Prange 
Company, Sheboygan, Chairman of the organization com- 
mittee, was ably assisted by Aug. C. Wehl, Credit Man- 
ager of Gimbel Brothers, Milwaukee, and a director of 
the National Retail Credit Association. The aims 
of the newly formed association are outlined in the fol- 
lowing statement sent by Mr. Johnson to prospective 
members prior to the organization meeting: 


Most of us, during the period of 1929 to the present 
date, have felt like a man in a rowboat tossing around on 
a stormy sea wondering where his ship was going to land. 
We have all done our part in drawing up the various 
retail codes, hoping thereby to build a firmer foundation 
for the establishment of consumer credit and eliminate 
the existing evils. The formation of a state credit asso- 
ciation for Wisconsin will be the final step to weld to- 
gether the various pieces of our credit structure and unite 
our interests with those of the National Retail Credit 
Association, 

Today practically all of the states have credit associa- 
tions. The idea of a state credit association for Wis- 
consin was propounded for several years. There have 
been many earnest supporters of the idea but the actual 
steps to organize did not begin until August of this year. 
The purpose of our proposed organization should be to 
coordinate extension of intra-state credit, facilitate the 
interchange of service and information, correct credit 
abuses, extend credit facilities, lessen costs, and sponsor 
legislation mutually beneficial to merchants and con- 
sumers. 

By cooperation between the various cities and towns in 
the state we expect to receive better credit reports, increase 
our firm’s sales, reduce losses and bring about a closer 
friendship with the leaders of credit agencies. We have 
the resources of the National Retail Credit Association 
at our disposal and we will find, as we progress, that 
they are of inestimable value. 

The organization committee, a versatile group, have 
worked hard and diligently on the formation of a state 
association. Perhaps it would be expedient for us to take 
a minute of our time to mete out a round of hearty ap- 
plause to these men who all have so willingly given of 
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their time and service to the creation of our mutually 
beneficial organization. 


First of all let us applaud Mr. Frank Delaney, Man- 
ager of the Madison Rating Bureau, and the Madison 
group, hosts of the first state credit association conven- 
tion, who have cooperated 100 per cent with the organ- 
ization committee, and whom we heartily thank for help- 
ing to make this convention possible. 

The Organization Committee consisted of: 


Mr. Ernest Johnson of the H. C. Prange Store, She- 
boygan. 

Mr. Fred Krieger of the Milwaukee Association of Com- 
merce Credit Bureau. 

Mr. O. B. Pratt, President of the Neenah-Menasha 
Credit Bureau, Neenah, Wisconsin. 

Mr. August Wehl, Credit Manager of Gimbel Brothers, 
Milwaukee; Director of the National Association. 

Mr. R. B. Krutzner of the La Crosse Credit Bureau. 

Mr. Eugene Paulus, Credit Manager of Ed. Schuster & 
Co.’s Mitchell Street Store, and President of the 
Milwaukee Association of Credit Men. 

Mr. Ray Cook, Credit Manager of Edwards Motor 
Company at Milwaukee. 


That both the organization meeting and the Madison 
Credit Conference were successful is most evident from 
the following extracts from a letter from National 
Director Wehl: 

“Arriving back at my desk this morning after a most in- 
teresting two-day convention at Madison, Wis., a confer- 
ence of retail credit men for the purpose of organizing a 
state association. Such an organization was formed, to 
be known as the Wisconsin Retail Credit Association, 
with more enthusiasm than I have witnessed in many 
larger gatherings. President Reed, Larry McDaniel and 
Mr. Habein were greatly impressed with the whole af- 
fair. Frankly, it exceeded my expectations. 

“You know when we first started in to talk about this 
thing many were skeptical about it but we really did get 
somewhere this time. I figured that possibly we would 
have 60 to 70 registrations but do you know that the 
registration was more than 170? It almost staggered me. 
There was as much pep and enthusiasm at that conference 
as there is at the National Convention, and the boys in 
Wisconsin certainly went for it in a big way. 

“T think that Wisconsin has awakened. I think it is 
going to mean a lot to Wisconsin. Everybody present 
appreciated the cooperation that the National office ex- 
tended in making this affair a success. I think that helped 
tremendously to put the thing across.” 

The program of the Conference was an outstanding 
one in every way. ‘The addresses were of exceptional 
merit, and well diversified as to subjects. One of these, 
by Mr. Wehl, appears in this issue. Others will appear 
later. 

President Reed and General Counsel McDaniel repre- 
sented the National Association on the program and Floyd 
Habein represented the National Consumer Credit Cor- 
poration. 
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Sixty-Two Per Cent Collections by the 
Fifteenth--Before Any Notices Are Sent! 


By C. P. YOUNTS 
Credit Manager, Frank T. Budge Company, Miami, Fla. 


T IS with delight, one notices from The Crepir 
Wor -p that some of the credit fraternity are wak- 
ing up and putting some life in the firms they repre- 

sent. 

During 1923-1925, the writer went about the country 
preaching the doctrine of merchants not being afraid of 
their customers—treating everyone alike—but letting the 
world know they were running their own businesses. 

Most of my audiences were courteous enough to listen, 
and even to ask questions; but—laughing after I had 
gone—they kept up the same old practice. 

It was my privilege to accept a position with the firm 
of Frank T. Budge Co., in October, 1925. I was told 
the policy of the firm, and that I was expected to carry 
it out without interference from anyone. 

That policy was and is now—“accounts are due on the 
presentation of statement and past due after the 10th of 
the month following purchase.” 

I found upon coming here two forms, copies of which 
are reproduced below—that had been in use since the es- 
tablishment of the Credit Department, and with only 
minor changes have been in use ever since. 


All of our customers are told by letter—when the ac- 
count is opened—what our terms are. 

We send out notice No. 1 on the 15th of the month, 
five days after the account is past due—to all accounts, 
unless they have called before that time and made some 
satisfactory arrangement as to payment. 

If not paid by the 25th the No. 2 notice is sent. Why 
wait till the end of 60 days before going after what be- 
longs to you? 

What has been the result? In 1925 the percentage of 
collection was below 50 per cent—today it is well over 
85 per cent and occasionally as high as 95 per cent. For 
the past four months our returns have been 62 per cent 
collected by the 15th of the month, before any notices 
go out. 

You ask: “Do you refuse most of your applications for 
credit?” I believe Mr. Sheffield of the Credit Bureau of 
Miami will tell you that he has never known a firm that 
accepts a higher percentage of applications. (We take 
on no account without getting a report and on the first 
and fifteenth of each month send to the bureau a list 
showing the accounts that have been accepted and those 
rejected. ) 





according to terms of purchase. 


Miami, Fla. 193 . 


Your prompt attention will be appreciated. 


Yours very truly, 
FRANK T. BUDGE CO. te 
Credit Manager. 


Your attention is respectfullly invited to your account & 
as it appears on our books, of which $ 


is due 


Left: No. 1 of the two 
Successful Collection 


# 7 Notices. 








Miami, Fla. 


Right: No. 2 of 
the Budge Com- 
pany Notices. 
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We again call your attention to the fact that there is 
unpaid on your account $ "» 16-08 

The amount is past due and we ask that you kindly send 
a remittance to cover same promptly. 












Yours very truly, 
FRANK T. BUDGE CO. #2 


193 Credit Manager. 
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We have never yet told a customer that “he has evi- 
dently overlooked his account,” but simply call his at- 
tention to it and ask for what is due. 

It has cut off some customers—in fact one local mer- 
chant said that some years ago he considered Budge’s 
credit policy his best salesman, but later found out that 
every customer of this crowd had turned out a P & L 
account or very slow pay. 

Scan our deposit slips day after day, and you will find 
checks each day from two to five customers on the C. O. 
D. list, who had their accounts closed. Again do I say— 
as I said on the road: “Friendship plays no part in busi- 
ness today—customers are buying where they can get 
quality, service and price.” 

The main question is, “Has it paid the firm?” Let 
the vice-president of the company answer when he says, 
“Since the Credit Manager was put in our store, we have 
never had to borrow one cent from any bank or anyone 
else, and have never failed to discount every bill.” 

It requires a store policy—men big enough to see that 
it is enforced—and no favorites. 


» 2 2? 


The Business Side of the Dental Profession 
(Continued from page 15.) 


the upper left bridge is set, $10.00 when the upper right 
bridge is set, $30.00 when the partial lower assembly is 
set, and the balance of $55.00 in five and one-half months 
at the rate of $2.50 per week. 

Instructions are issued by the credit department to 
start the upper left bridge first, then proceed to the upper 
right bridge, then extract lower teeth, and construct par- 
tial lower assembly. The $30.00 due when the partial 
lower denture is finished is not so staggering as would 
seem at first, inasmuch as the patient may have to wait 
for a month or a month and a half before it could be 
finished. Many pay along on the account as the doctor 
works on the case, and by the time the job is through, 
the proportion demanded is either paid, or so close that 
the difference is easily made up by the patient with little 
difficulty. 

This procedure of so much down, and so much when 
each unit is set protects both the patient and the doctor. 
It protects the patient from having to pay for something 
that isn’t finished. If we merely arranged the terms to 
read $10.00 down and $2.50 per week, the credit depart- 
ment would dun even though the work had not been 
finished. 

The patient is also protected in that he is sure that the 
dentist will not delay his work for the express purpose of 
getting in as much money as he can before completing it. 
The patient knows that the dentist gets no more money 
until each unit of work is entirely done, and that satisfies 
him that there will be no unnecessary delay. 

On the other hand, it protects the dentist too. He 
knows that 50 per cent of that bill is going to be paid by 
the time the job is complete, and he knows that he will 
not have to dally with the work and watch carefully to 
see that he gets at least a small proportion of the money 
before he sinks his entire cash reserve into buying gold. 

We find that a fairly stringent credit policy with a 
catering toward preferred credit risks and an absolute 
check up from the credit bureau not only materially aids 
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us in maintaining our percentage, but is the prime factor 
for our high average. 

Without the credit bureau, we could not function. It 
would be like crossing a crowded thoroughfare blind- 
folded, to attempt to judge good credit risks without a 
credit rating from the bureau. The credit bureau acts 
as our traffic signal: it tells us when we can proceed 
safely, and flashes a red warning when to stop. It cau- 
tions and warns, and clears our path of all obstacles. 

The dentist is as helpless without a good credit rating 
from the credit bureau as is any merchant. We have 
found that the same type of people apply for credit in 
our organization as usually apply in regular installment 
houses. Therefore the report we receive from the master 
files of the credit bureau is invaluable as it gives us ratings 
on people who are in the habit of using charge accounts. 

The extension of credit for the rendering of profes- 
sional services is yet new. No comparisons can be made, 
so the credit bureau and experience are our only teachers. 
As people have become accustomed to our system, they 
have greeted it with more and more enthusiasm, and the 
word has spread that a good credit rating from your 
dentist is as valuable as from your clothier! 


» » » 


The Last Warning 


Now, Mrs. Jones, you know, you should have never let 
this go 
"Tis over six months old and quite past due 
We must have some satisfaction, whatever your reaction 
For we feel that we’ve been more than fair with you. 


We've tried to be so lenient, arranged terms quite con- 
venient 
With patience almost gone if you must know, 
But now we must insist, for ’tis time to show the fist 
So you'd better pay up now the dough you owe. 


You say you’ve had some trouble, your expenses have been 
doubled, 
Your children had the measles and the mumps. 
Your husband has been jobless, you’ve pawned your silver 
goblets, 
That literally you’ve been over ““The Jumps.” 


Well, Mrs. Jones, we’ve checked the way your credit was 
wrecked 
And we find that things are just the way you say, 
But why not admit all, how you rode unto a fall. 
‘ How you threw your modest fortune quite away? 


You’ve lost good sums at bridge, you lived on “Swanky 
Ridge.” 
Your tots’ neglect was common knowledge, too. 
Your husband at the track, was relieved of all his jack. 
Each woe you've had is one you've had to woo. 


So now must come the reckoning, your fate to you is 
beckoning. 
Prepare to pay no later than the first. 
Otherwise thru our attorneys, a summons to you journeys, 
For you alone have brought about the worst. 


—E. T. Hughes, Credit Department, Koppers Gas & 
Coke Co., Brooklyn, N. Y. 








The Research Division 
Hits Its Stride! 


By ARTHUR H. HERT 


Secretary and Research Director, National Retail Credit Association 


HE Research Division—the “Baby” Department in 
the National Association’s new “Building-for-the- 
future’ set-up 





is now four months old. Since its 
reorganization at the Memphis Convention, it has made 
considerable progress and it hopes to become of greater 
assistance to the members as time goes on. 

On pages 8 and 9 of this issue you will find a summary 
of facts and opinions on retail credit-sales and collections 
for the month of October. This 
is the second month that we 
have attempted to secure infor- 
mation of this nature and the 
number of replies to our ques- 
tionnaire will probably increase 


X-RAY 


OF RESEARCH 





from month to month. Of the 
__ 157 cities to which the ques- 
tionnaire was sent on September 
26, only 52 or 30.2 per cent re- 
plied. This, of course, was due 
to the fact that many bureau 
managers did not have much 
time to canvass their subscribers 
for the desired information inas- 
much as we wanted the ques- 
tionnaire returned by October 
5. Of the 200 cities to which 
the questionnaire was sent on 
October 20, only 55 replied in 
time to be included in the Octo- 
ber summary published in this 
issue of The Crepit Wor p. 
Many of our members have 








stated that they are very much Research is the fact-finding “X-Ray” of business— 
substituting exact information for guesswork 


interested in this type of infor- 
mation and would like to have 
it continued each month. Information of this nature is 
conducive to an interesting newspaper article, conse- 
quently, Mr. D. J. Hannefin, genial Associate Editor of 
The Crepir Wor LD, prepared a newspaper release on the 
information contained in the September summary. He 
was successful in having the Associated Press and the 
United Press accept the release and place it on their wires 
to be sent to all the important newspapers in the United 
States. They have also agreed to accept a release of this 
character each month from now on. 

In addition to the newspaper release submitted to the 
press services, Mr. Hannefin prepared an additional re- 
lease which was sent to all bureaus in the United States 
to be included in their local newspapers. This release was 
prepared in such a manner so the name of the bureau 
could be filled in, in order that the local organization 
might receive proper recognition and credit. 

We were not sure that the newspapers throughout the 
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country would accept the release after the news services 
had agreed to send it out over their wires. Then, too, we 
thought that many of our members in the smaller cities 
and towns would like to submit this release to their news- 
papers which in many cases are weeklies—and not users 
of the press wires. This “double coverage,” we hope, will 
assure maximum circulation for these releases. 

Along with Mr. Hannefin’s letter explaining this new 
service, he included a form to 
be filled out asking whether or 
not the bureau managers would 
like to receive a release of this 
nature regularly and whether or 
not they had any suggestions. 











Of the 1,169 bureaus to whom 
this release was sent, 218 re- 
plied, representing 18.6 per cent 
of the total. The majority 
stated that they were well 
pleased with the idea and would 
like to receive it every month. 
Several, however, said they 
would like to receive the release 
regularly for insertion in their 
bulletins even though their local 
newspapers would not accept 
them. We would like to have 
your reaction to this new serv- 
ice so if you have not filled out 
your questionnaire please do so 
and return it to Mr. Hannefin 
as soon as possible. 

' Several bureau managers 
have stated that it was difficult 
to secure information for the 
monthly summary and return it to the Research Division 
by the 5th of each month, inasmuch as the’stores are busy 
sending out statements on the first of the month and they 
do not have time to compile these statistics. It is not 
necessary to wait until these statistics are available, be- 
cause the summary only indicates the trends for the past 
month. The actual collection percentages for the next to 
the last month will be included in each subsequent issue 
of The Crepir Wortp on pages 16 and 17. The “fast- 
reading summary,’ which is only a nation-wide cross 
section of facts and opinions on credit sales and collec- 
tions for the indicated month, will be found on pages 8 
and 9. We feel that if the bureau manager telephones 
several of the stores that assert a substantial influence over 
the retail trade (and if the stores will cooperate), reliable 
information will be received which will be applicable to 
the entire retail trade of his city. In other words, if the 
larger stores will report whether their credit sales and 
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collections have been Good, Bad, or Slow, during the 
past month, as well as the percentage of increase or de- 
crease of credit-sales and collections over the same month 
last year, these figures can be averaged and it will be 
found that they will hold true for these items for the 
entire retail trade of your city. 

When your bureau manager calls you each month, 
please cooperate by supplying this information promptly. 

The collection percentages found on pages 16 and 17 
of each issue of The Crepir Wor tp have created con- 
siderable interest among our membership. As time goes 
on we expect to add additional cities to the list now re- 
porting. We also expect to secure additional percentages 
in order to complete the entire picture. Not many furni- 
ture stores report open accounts, consequently this column 
will not be included in subsequent issues. Its place will 
be taken by Women’s Specialty Stores while “Tires, Gas 
and Oil” will probably be substituted for the latter. 

At present several cities are entering into friendly com- 
petition with other cities in their districts to see which 
one can report the best collection percentages each month. 
Competition of this nature will tend to benefit the mer- 











Research Districts 


DISTRICT 1 DISTRICT 6 
Maine Ohio 
Connecticut Indiana 
Vermont Illinois 
Rhode Island Wisconsin 
New Hampshire Michigan 
Massachusett: 
Delaware DISTRICT 7 
Iowa 
DISTRICT 2 Minnesota 
New York North Dakota 
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chants as well as to strengthen our National Association 
in many ways. 


Explanation of Districts 


Do you know in what district your city belongs? For 
statistical purposes the United States has been divided into 
geographical regions and all the data and information 
which emanates from the Research Division will be 
divided according to these 12 districts. These districts 
are not, however, quite the same as the districts set up at 
the Memphis Convention for the National Association. 

Familiarize yourself with the district in which your 
city is located. Then, when comparing your figures with 
other cities in your district, you will know that they are 
having practically the same problems that you are and are 
influenced by the same economic factors and character- 
istics. 


How to Compute Percentages 

Several cities are not certain as to how the monthly 
collection percentages are to be calculated. Naturally we 
would like to have all the collection figures which the 
Research Division receives each month, figured in a uni- 
form manner, otherwise the figures will not be compara- 
ble. For this purpose we have formulated a rule to fol- 
low: 

Divide the amount outstanding (including customers’ 
and employees’ accounts and notes receivable) on the first 
of the month into the amount collected during the month 
on those accounts. Do not include accounts charged off 
to profit and loss, but include all accounts not charged 
off even though a reserve for bad debts has been set up. 

If, for example, on September 30, you had $200,000 
on your books and during the month of October you col- 
lected $100,000, you divide the $100,000 by the $200,000 
outstanding, which gives you 50.0 per cent as your collec- 
tion percentage. Be sure to include in the amount of 
your accounts outstanding every account not actually 
charged off the books. If you follow this simple rule all 
of the collection percentages will be comparable each 
month. 


Personnel of Research Committee 
In order to facilitate the operation of the Research 
Department a Research Committee has been appointed. 
Other members will be added to the committee as they 
accept the appointment. The members of this committee 
are as follows: 


E. K. Bartlett, Wetherby-Kayser Shoe Company, Los 
Angeles, California. 

J. R. Clark, Monnig’s, Fort Worth, Texas. 

H. S. Duley, Jordan Marsh Company, Boston, Mas- 
sachusetts. 

W. G. Finnan, L. Feibelman & Company, Inc., New 
Orleans, Louisiana. 

S. L. Fogel, Weolf Brothers, Kansas City, Missouri. 

Donald Furth, Capwell, Sullivan & Furth, Oakland, 
California. 

G. E. Harris, The May Company, Baltimore, Mary- 
land. 

C. D. Hill, Pfeifer Brothers, Little Rock, Arkansas. 

Frederick Young, Lipman, Wolfe and Company, Port- 
land, Oregon. 

(Continued on page 32.) 
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Two Years of Charging Interest 
On Past Due Accounts 


By R. A. VETTER 


“4 ‘ HE charging of interest on past due accounts has 
long been a mooted question amongst credit grant- 
ers. The benefits and drawbacks of such a pro- 

cedure have been argued pro and con for at least the past 

fifteen years to my personal knowledge. In more recent 
years, as the subject has grown in importance, it has been 
given a place on credit meeting programs. 

But, like Mark Twain’s comment about the weather, 
much has been said but little done about it. 

True, we find isolated cases where for a number of 
years individual stores have been making an interest 
charge independent of the action of their competitors; but 
it is only in comparatively recent years that any con- 
certed action has been taken from the standpoint of its 
adoption as a community credit policy. 

Today we find city after city adopting the policy, either 
as an independent step, or incorporated in their credit 
policy code. And let it be said in support of the move- 
ment, that while we are constantly hearing of new cities 
adopting the policy, we have yet to learn of a single case 
where the movement, once inaugurated, has been discon- 
tinued. 

As a matter of fact, there appears to be a feeling among 
those who have adopted the policy that it should be 
strengthened, where possible, by shortening the grace 
period for payment before interest is charged, or by in- 
creasing the interest rate itself. 

Some two years ago a number of credit men and women 
in Cedar Rapids interested themselves in the matter, and 
it was finally decided that our Retail Credit Associa- 
tion should approve and sponsor the movement. But be- 
fore arriving at any definite conclusions, and before pre- 
senting the matter to our principals, we felt it best to 
first fortify our position by having at hand as sustaining 
arguments the experiences of those who had earlier 
adopted the policy. 

Accordingly, a committee was appointed to make a 
study of the subject. Merchants and bureaus were per- 
sonally contacted, others were written. This data was 
then compiled.in the form of a brief and submitted to 
the store owners with the recommendation of the asso- 
ciation that the policy of charging interest on past due 
accounts be adopted as a community credit policy. 

Following such submission, those store owners who 
did not voluntarily approve the movement, and agree to 
its adoption, were personally contacted by members of the 
committee to iron out any points not already made clear. 

As a result, but one merchant approached failed to 
join in the movement. He, however, approved the move- 
ment in principle, but stated that their policies were 
shaped by the management of their store owned and 
operated in another city where interest was not being 
charged. 

The policy has now been operative in Cedar Rapids 
since August, 1932. ‘This period is ample, we believe, 
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to permit us to say that the policy has been thoroughly 
tested, since most questions or difficulties would normally 
arise during the first few months the policy was made 
operative. 

Naturally, minor and major questions suggest them- 
selves to you, and, doubtless, are the same that were in 
our minds both before and after the plan was put into 
effect. ‘These have been answered by our experiences. 
Some, at least, of your questions can be answered at this 
time. 

Are we satisfied with the policy? Decidedly yes! 

Have any who originally adopted the policy discon- 
tinued it? No; on the other hand, we frequently learn 
of new recruits who have since joined us, thus strengthen- 
ing the policy for all. 

Has it had any bearing on collection percentages? 

Since the inauguration of the policy, many things have 
happened to disturb collection percentages. These need 
not be recited as they are all too well known to you. 
Our collections, like yours, reflected these unusual hap- 
penings and conditions. For example, we find that the 
average monthly collection percentage for the “loop 
stores,” as compiled by our credit bureau, was 43.2 per 
cent for the first three months of 1933. 

As that nightmare gradually passed, collections im- 
proved. Our average collection percentage for the simi- 
lar months of 1934 was 54.2 per cent, an increase of 11 
per cent. For the entire year of 1933 our average 
monthly collection percentage was 47.7 per cent, and for 
1932 it was 46.4 per cent, a gain of 1.3 per cent. And 
while it would be only a guess to say what bearing the 
charging of interest has had on these figures, our guess 
is that the policy has helped collections. 

We find many accounts are paid as soon as an interest 
charge is made, whereas the accounts did not respond to 
the usual statements and collection efforts up to that time 
Also, and equally important, they generally do not re- 
peat the delinquency in the future. 

On the other hand, and this will answer another one 
of the questions frequently asked, we at no time have 
found any tendency on the part of customers to feel 
justified in taking a longer period for payment, knowing 
that they were being charged interest, and, therefore, in a 
sense, paying for extra accommodation. 

Has it resulted in any appreciable revenue? 

Revenue will, of course, vary in keeping with the 
general condition of the accounts. But you have my word 
for it, based on experience, that the amount realized will 
be a pleasant surprise. 

What has been the general reaction of customers ? 

Surprising, in the sense that complaints or objections 
were even less than we dared to hope for. 

We discovered that what appeared to be mountainous 
difficulties to overcome were but mole hills at their worst. 
True, there were some flarebacks, but our experiences in 
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this respect were in line with those of other cities, in 
that the objectors were usually people who are never 
happier than when finding something to kick about. 

A number of reasons why interest should not be 
charged on delinquent accounts have been advanced, and 
it is felt that a brief discussion of one or two of the major 
objections may be undertaken at this time. 

The fear of unfavorable customer reaction has been a 
major factor in discouraging retailers from charging in- 
terest on delinquency; they feared that desirable charge 
accounts would be driven off the books. 

This brings up the question: “Who is a desirable 
charge customer?” Is it one who pays when due, or one 
who permits his or her account to run over a period of 
months in violation of store terms? 

Strictly speaking, desirable charge accounts will not be 
affected by the adoption of an interest charging policy, 
since such accounts will be paid within 30 days, or within 
90 days at the latest. And while extenuating circum- 
stances will find an occasional desirable charge account 
extending in excess of 90 days, fair-minded customers 
will be glad to pay a reasonable carrying charge because 
of their delinquency and for the extra accommodation. 

An analysis of my own accounts reveals that approxi- 
mately 7 per cent of outstanding is in excess of 90 days, 
or more than 60 days delinquent. This percentage does 
not include many desirable or profitable charge accounts ; 
for, after all, the words “profitable” and “desirable” are 
synonymous, since excessively delinquent accounts cannot 
be considered as profitable, and unprofitable accounts can 
hardly be classified as desirable. 

But be that as it may, I cannot personally recall one 
account—good or bad—that we have lost because of our 


adoption of this policy, nor do I recall hearing that any 


of our competitors have lost any accounts for the same 
reason. 

We also hear the argument advanced that during these 
days of depression, with the attending reduced incomes, 
unemployment, etc., that a merchant would be unfair, 
and also ungrateful, to his customers, were he to impose 
an additional charge in the shape of interest, when the 
customer is apparently having difficulties in paying the 
principal. 

No one will deny that the merchant has a special re- 
sponsibility toward his customers, and to the degree that 


this responsibility is recognized and exercised is his most 
valued asset, good will, created and maintained. But 
who will charge the merchant with the duty of assum- 
ing that all delinquency in his accounts is due to inabil- 
ity on the part of these customers to pay, and that such 
situation is the result of conditions entirely beyond the 
control of the debtors? 

Your experience and mine tells us that many and varied 
factors contribute to the delinquency of accounts, and 
that so long as credit is extended, there will always be 
delinquency. Are there any here who can say that slow 
accounts were not a problem prior to the depression, as 
they are today? 

At times it would appear that the merchant is sup- 
posed to be in business for every reason save. that of mak- 
ing a profit. There are altogether too many of his cus- 
tomers who will buy and charge merchandise at the price 
which he asks, because they recognize it as fair, and then 
deny him the right to a profit by deliberately or care- 
lessly permitting the account to remain unpaid to or be- 
yond the profit vanishing point. 

It is for just such accounts as these that the policy of 
charging interest is needed by the merchant. It helps to 
defray the additional expense in carrying such accounts, 
and may possibly help to salvage at least a part of any 
profit which presumably attended the original transaction. 

Once the policy is adopted and put into practice, spe- 
cific cases will arise from time to time where the charging 
of interest, or insistence that it be paid, if already charged, 


- will be deemed inadvisable. Such cases will come to the 


surface of their own volition, and may be decided in the 
light of their individual circumstances and merits. In- 
deed, no policy should be adopted which is not flexible 
enough to take cognizance of these exceptional cases. 
But they should be considered and treated purely as ex- 
ceptions, and their final disposition should further reflect 
and strengthen the contention that the policy is fair both 
in principle and in practice. 
* * * 

Editor’s Note: The “announcement” form used by 
Cedar Rapids merchants in announcing the adoption of a 
carrying charge to their customers is shown below. The 
form used by Nashville, Tenn., the latest city to adopt 
this plan is shown on page 2 of this issue. We will be 
glad to receive reports from other “interest-charging” 
cities. 
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Editor’s Note: 


Mr. Vetter, when this 
article was written, wadas 
Credit Manager of the 
Killian Company, Cedar 


Rapids, Iowa. 


* 





ANNOUNCEMENT 


As you know, accounts are arranged as a special service and convenience 
for customers who desire to pay in one sum, on or before the 10th of each 
month, for charges made the previous month. 

Because all charges are made on the basis of cash prices, members of 
this Association have adopted the policy of adding an interest charge to 
overdue balances, to cover the extra cost of carrying the account. 

Accordingly, if the portion of your account which is now past due is 
paid within 15 days, you will save the interest charge required after that date. 

In fairness to cash customers and charge patrons whose accounts are 
paid when due, we are quite sure you will recognize the necessity and fair- 
ness of this policy. 

Your patronage is thoroughly appreciated and valued by our members, 
and we are confident you will cooperate to the fullest extent possible. 


RETAIL CREDIT ASSOCIATION 
of CEDAR RAPIDS 
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Credit Briefs 


Ward McMullen has been elected Secretary-Manager 
of the Oklahoma City Retailers Association to fill the 
vacancy caused by the death of his father. 

. - . * * 

J. S. Merrill, President and General Manager of the 
Springfield (Ohio) Retail Credit Bureau, Inc., was re- 
cently elected President of the Associated Credit Bureaus 
of Ohio. 

oe * # @ 

The annual meeting of the New England Credit 
Bureaus, Inc., was held at the Hotel Touraine, Boston, 
Mass., Tuesday, October 23. (The Collection Depart- 
ment members met on Monday, October 22.) The 
Credit Managers of Boston acted as hosts at the ban- 
quet on Monday evening. 

a 7 . * oe 

J. A. Gross has been appointed General Manager of 
the Retail Merchants Credit Association of Los Angeles, 
California, succeeding Walden Muller who has resigned. 

2s 4. 

The semi-annual meeting of the Associated Credit 
Bureaus of Missouri, held at Sedalia, October 21 and 22, 
was well attended. ‘The addresses were interesting and 
instructive and the meeting, according to National Di- 
rector Horner, “was a success in every respect.” 

* 7 * * * 

The Merchants’ Credit Bureau, Inc., of Boston, Mass., 
has instituted a “Personal Cail” Collection Service for 
the use of its members. 

* * * * * 

Know of any positions open? The Placement Service 
has several applications for credit posts on file. 

> > » 
Mississippi Credit Bureaus Meet 

The first Annual Meeting of the Associated Credit 
Bureaus of Mississippi was held at Jackson, October 1. 
Among those in attendance were: L. S$. Crowder, Gen- 
eral Manager-Treasurer of the National Retail Credit 
Association; Earl Wright, Southeastern District Man- 
ager, National Consumer Credit Reporting Corporation 
of Atlanta; L. S. Gilbert, Manager Credit Service Ex- 


change of Atlanta and C. M. Gillespie of Huntsville, 
Alabama. 


Robert I. Cohen 


Robert I. Cohen, founder of the Robert I. 
Cohen Department Store of Galveston and 
Vice-President of Foley Bros. Dry Goods 
Company of Houston, died at his home in 
Galveston, Texas, October 15, 1934. 

The State Senate of Texas, by a rising vote, 


unanimously adopted a resolution in his mem- 
ory stating that “Texas has lost one of its out- 
standing and most valuable citizens. ‘Though 
he was born on foreign shores, he represented 
the highest type of American citizen and his 
name became a household word in his com- 
munity.” 
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Inactive Account Stickers 


For use on statements showing no 


purchases during the month: 


We Missed You 
Last Month! 


vv 
Anything wrong? If 











so, please give us a 
chance to correct it. 
We Value 
Your Patronage! 
© 1934, w. x. c. a. 
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Your cAccount 
Is Balanced! 


vv 


This is just a re- 
minder that we 
missed you last 
month. 


Use Your 
Charge Account! 
© 1934, w. x. c. a. 





geoecooooeesaoessesasosoesesoerar 


—"“s—s eae eee ee 


You Don’t Owe 


Us a Cent! 
1 wy 


Yes! We've noticed 
it and we hope you 
will use your charge 
account this month. 


Your Patronage 
Is Appreciated! 
© 1934, w. x. c.a. 
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Exact size shown by dotted lines. Printed in one 
color (maroon) on white gummed paper. 


Price $2.00 per 1,000 


Order from 


Your Credit Bureau 
or the National Office 
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News of the Credit Women’s Clubs 


Baltimore, Maryland 


On Tuesday, October 9, 1934, the first regular meet- 
ing of the season opened with a gratifying attendance and 
was presided over by the president, who introduced Mr. 
Godfrey Harris, of The May Company of Baltimore, as 
guest speaker of the evening. Mr. Harris talked on the 
value of “A Credit Sales Office.” His subject was ex- 
tremely interesting, instructive and well delivered, and 
was enthusiastically received by all. It cannot be re- 
peated too soon. 


Plans for a busy winter of credit activities are in 
progress, covering talks by many prominent men on Credit 
and Collections. Already several such social events have 
been lined up and the enthusiasm of everyone appears 
to be 100 per cent. 

—Bettry WEAVER, 
President Retail Credit Women of Baltimore. 


> 2 


Spokane, Washington 
The Spokane Credit Women’s Breakfast Club held 


their annual banquet and election of officers, Thursday, 
October 11, at the Davenport Hotel. 

Miss Ethel Dopp, retiring president, presided, intro- 
ducing the featured speaker, Mr. Frank T. Caldwell. 
He commented on the growing interest in credit women’s 
clubs, paying tribute to the Spokane Club, which doubled 
its membership in 1934. (Mrs. Ethel Phillips, member- 
ship chairman, responsible. ) . 

Officers elected for 1935 are: President, Caroline Clae- 
son ; vice-president, Ruth Wood; treasurer, Alberta Man- 
ley. Directors, Irene Morrison, Delia Sisson, Lila Joern, 
Mary Riley. 

—Epitu M. Hoyr. 
> > » 


Portland, Oregon 


The Portland Credit Women’s Breakfast Club now 
meets at the Evergreen Tea Room in the Bedell Build- 
ing. This tea room is used by a number of business and 
professional women as headquarters and at present is 
also the location for the Retail Credit Association’s 
weekly luncheons, so we feel quite at home. 

Our recent dance at Columbia Country Club was cer- 
tainly a huge success, both socially and financially, and 
already friends are asking when the next one is to be, so 
possibly we will get busy on one before their enthusiasm 
gives out. 

The breakfast which was held in the offices of the 
Credit Reporting Company and the Retail Credit Associa- 
tion on the 2nd of October, was a memorable occasion. 
Mr. John N. Keeler, bureau manager, was a perfect host 
and his girls were everything from hostesses to waitresses 
and even furnished the entertainment. We hope to be 
invited again. 

Plans are under way for a joint breakfast of the Retail 
Credit Association and the Credit Women’s Breakfast 
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Club, to be held November 20. It will be a Thanks- 
giving celebration and we look forward to a large attend- 
ance. 





(Mrs.) CATHERINE V. Davis. 
» » » 


Vancouver, British Columbia 


We were very pleased to welcome at our last break- 
fast eight new members, and by all appearances we are 
expecting our membership to be well over 100 before the 
end of the year. 

Yes, we had our Fall Cabaret Dance, and it was a 
huge success, nearly four hundred present and everyone 
had a wonderful time. 

We have organized a gym class for this fall, and a 
great number of our members are taking advantage of 
it. Next in mind is an amateur theatrical class which 
we are busy planning at present. 


—Beverty WisHart, Secretary. 
> >» » 


Seattle, Washington 


The new officers of the Seattle Credit Women’s Break- 
fast Club were installed during a banquet held at the 
Olympic Hotel on Tuesday evening, October 16. 

A very impressive installation ceremony, together with 
speaking, music and dancing made the program most in- 
teresting and one long to be remembered by the sixty-five 
members who attended. 

—ELIZABETH COBURN. 





Standing—left to right: Miss Madeline Northey, retir- 
ing corresponding secretary; Miss Hazel Smith, retiring 
president; Mrs. Frances Bourgette, retiring secretary- 


treasurer. 


Seated—left to right: Miss Ethel Gilstad, new treasurer ; 
Miss Ruth Mitchell, new vice-president; Miss Muriel 
Smith, new president and retiring vice-president; Miss 
Ellen Holmes, new secretary; Miss Irma Hunt, new 


corresponding secretary. 
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Washington Bulletin 
(Continued from page 18.) 


foreign business. Government studies along this line 
have been taking place for some time and may be re- 
flected in legislation in the next Congress. 


COURT DECISIONS 


Attorney’s Lien on Collections 

Collection managers of service bureaus will be inter- 
ested in the decision of the Circuit Court of Appeals, 2d. 
Cir. (N. Y.), in Ross v. Francis, involving an attorney’s 
lien on collections. The lawyer, under a power of at- 
torney, collected accounts of the bankrupt corporation, 
deposited them in his own name to an earmarked account, 
and then disbursed the collections after deducting his 
commissions. 

In dismissing a suit by the trustee in bankruptcy against 
the attorney upon the ground of a preference, the court 
said: “Since he took the collections into his possession 
immediately as they came in, there was no period when 
the company owed him an unsecured debt and no security 
taken upon such a debt with knowledge of the debtor’s 
insolvency. A preference presupposes some credit given, 
a period when the debt exists unsecured; there can be 
none when the debt is secured as soon as it becomes a 
debt.” 

For principles applying to attorneys’ liens see Barnes 
v. Alexander, 232 U.S. 117. 


Important Trade-Mark Decision 


Waterman v. Gordon, a recent decision of the U. S. 
C. C. A., 2d. Cir. (N. Y.), while based upon prior court 
decisions involving trade-marks, is of special interest for 
its clarity. The defendant in this case manufactured and 
sold razor blades under the name “Waterman” but was 
enjoined, pendente lite, by the District Court and the 
injunction sustained by the Court of Appeals, upon the 
ground that while the owner of a trade-mark may not 
actually manufacture other articles still if they are of 
such a character as he may reasonably be supposed to sell 
then the trade-mark protects him against the manufacture 
and sale by other parties of such articles. 

“Waterman” is a well-known trade-mark for “foun- 
tain pens, mechanical pencils and similar writing instru- 
ments.” It was held that the manufacture of razor 
blades ‘might well be added to the repertory of a pen- 
maker.” The court, however, did place a limitation on 
the principle, saying that “the goods on which the sup- 
posed infringer puts the mark may be too remote from 
any that the owner would be likely to make or sell. It 
would be hard, for example, for the seller of a steam 
shovel to find ground for complaint in the use of his 
trade-mark on a lipstick.” 


A New Income Tax Ruling 
The Bureau of Internal Revenue has recently ruled 
that “the cost of employment of bookkeepers and ac- 
countants by persons not engaged in business, and merely 
for the purpose of closing the taxpayers’ personal accounts 
for the year, drawing up a balance Sheet or preparing an 
income tax return is not an allowable deduction under 


30 


the Revenue Act of 1932.” On the other hand, the de- 
cision stated that, “amounts paid for accounting and 
bookkeeping fees by an individual engaged in business, 
where such expenditures are ordinary and necessary busi- 
ness expenses, constitute allowable deductions for Federal 
income tax purposes.” 


» » » 


Good News From Nebraska 


Business is better, cash sales are soaring, jobs are in- 
creasing, in the Omaha trade area. Most important— 
retail collections are up and have been climbing ever 
since March. This good news is gleaned from the head- 
lines in a sheaf of newspaper clippings sent us by Harry 
O. Wrenn, Credit Manager of the Nebraska Clothing 
Company, Omaha, Nebraska. 


» » » 


Results of One Investigation 


On Thursday, September 20, we received a request for 
a report on, well, we'll call him “John Doe.” During 
the course of the investigation our representative became 
suspicious so he started to dig. He found some neigh- 
bors who were willing to talk and they g.ve him a lead 
that the man was giving a different first name than be- 
longed to him. 

So he went to the residence. The subject wasn’t home 
but our reporter saw a man trying to climb through a 
window of the house. So he asked the man what he was 
doing. The man said he was from a well-known refrig- 
erator company and was trying to get back a demonstrator 
which had been delivered to the house. (Later on we 
found that the pane was out of the window the man was 
climbing through because the subject hadn’t paid for said 
pane of glass and the glazier took it back.) 

Obtaining the correct first name from the refrigeration 
representative, our reporter rechecked our files and here’s 
what he found: 

A newspaper clipping showed that pending against him 
were two charges of petty larceny, two alleging disorderly 
conduct, and a fifth declaring he passed a worthless check ; 

A member had reported a P. and L. account; 

A second member was trying to collect $221.00; 


A third member had declined the account because of 
the Bureau’s report; . 

A fourth member had reported “unsatisfactory, at- 
torney, P. and L., C. O. D. only, no checks” ; 

A fifth member had an “N. G. check” given on de- 
livery of goods; 

A sixth member reported a $42.10 uncollectible ac- 
count. (And this report was from the member who had 
sent in the inquiry under the assumed name.) 

A seventh member had delivered a load of coal, ac- 
cepted a post-dated check, and is still trying to collect it; 

An eighth member had the same experience with mer- 
chandise; Etc., etc., etc., etc., etc., etc., etc., etc., etc. 

It pays to secure Special Reports from the Credit 
Bureau. 


—Bulletin of the Credit Bureau of Greater New York, 
Inc. 
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Novation*—A Remedy for Delinquent 
Installment Accounts 
OLLECTING the money on an account and re- 
taining the good will of the customer is an art 
all efficient credit sales managers seek to culti- 
vate. There are many angles to the routine of collecting 
money. I am going to explain one I have found very 
effectual. 

Whenever a customer gets behind several installments, 
with little chance of making up the arrears, or is unable, 
for any reason, to pay the monthly amount agreed upon, 
[ usually refinance the account. The new agreement, 
moreover, is especially desirable where two or more pur- 
chases of furniture have been made over a period of 
years, and all of them have been posted on the same 
ledger sheet. 

The purpose of the novation* is to discharge the de- 
linquent payments, effect a reduction of terms for the 
convenience of the customer, add a little interest for the 
benefit of the vendor, resecure the account against the stat- 
ute of limitations, and above all, impress the customer 
with the extent of his obligation. 

I make three copies of the contract. The original is 
filed with the county clerk. (I am thus protected against 
loss through bankruptcy.) He certifies the two duplicate 
copies. The next step, I believe, is the most important. 
The customer receives his copy, duly certified, by mail. 

Here lies the psychology of the novation: The stamps 
and seal on the back of the contract make a deep impres- 
sion. ‘The customer regards the instrument with the im- 
portance of a legal document. 

Being a matter of record, the transaction (heretofore 
just a sale) is now more than a small personal affair; it 
is the concern of several parties. In most cases, the con- 
tract is considered a registered chattel mortgage and the 
reaction is very gratifying—Haro_p L. WAGNER, Man- 
ager of Credit Sales, Nelson Furniture Co., Muskogee, 
Okla. 





*Novation (according to Webster): The substitution of a 
new obligation for an old one. 


> > » 


Installment Selling and Collections 
(Continued from page 11.) 


I have previously stated that the greatest danger is 
unemployment. There is nothing you and I can do with 
a customer who has been unfortunate enough to lose his 
job and has been dependent on that income. Neither can 
we be so benevolent as to carry the account indefinitely, 
or until such time as the merchandise has no repossession 
value but if the payments to date have been met promptly 
he is entitled to our special consideration, and we can 
afford, because of the amount paid, and the status of the 
account, to extend more time. 

On the other hand, if the account is in arrears and the 
customer’s equity is small, the chances for eventual col- 
lection are not so good, and the prospects are that an 
early repossession is the only way out to protect your 
interests. Most important in maintaining a good collec- 
tion percentage of installment accounts, is to collect right 
from the very beginning, and thus enlarge the customer’s 
equity in the contract so that he cannot afford to give up. 
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Your Association Is a Community Asset 


You have probably noticed that the more vigilant the 
peace officers of any community, the less the violation of 
the law in that vicinity. The undesirable citizens who 
wish to violate the law gradually migrate into commu- 
nities where the officers are less active and efficient. Of 
course, there are always some undesirable citizens, and 
this necessitates the continuance of the officers and their 
activity. 

Pick out the best community you know, and you will 
find that it is the best because it has the smallest per- 
centage of undesirable citizens; and the reason for this 
has been, not only strict law enforcement, but also strict 
credit control made possible by an active credit associa- 
tion. 

The slow pay, poor pay, and never-pay customers are 
either forced to learn to respect their obligations, pay 
cash, or move on to vicinities with less credit control; 
and in this way the undesirables are eliminated to a 
large extent. As this elimination progresses, the class of 
citizenship improves, and so does the community. 

Aside from the protection afforded you in the exten- 
sion of credit, the activity of your Association in suc- 
cessfully curtailing donations, trade promotion and ad- 
vertising schemes, has saved every member many times 
the amount of his yearly dues, which in itself should be 
self-evident that membership in the Association is an in- 
vestment and not an expense. 


—Business Men’s Association, Inc., Santa Ana, Calif. 
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I= 4 Your Home When You Visit 
CHICAGO 


Every comfort, every fine hotel luxury 
awaits you at the newly modern- 
ized Auditorium Hotel. Unusually 
good .& food at modest prices. 
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The Research Division Hits Its Stride! 
(Continued from page 25.) 


The purposes of this committee are: 


1. They will suggest topics for further study that 
would be of benefit to the entire membership of the Na- 


tional Association. These proposals will include topics 
that are conducive to technical as well as economic studies. 

2. In addition to suggesting topics for further study 
they will make recommendations concerning the technique 
to be used in gathering data. In so doing they will, of 
course, take into consideration the cost of making the 
studies, as well as available personnel of the Research 
Division. 

3. The Committee will keep the Research Division ad- 
vised of any new developments or angles of the studies 
while they are in progress. 

4. The members of the Committee will attempt to se- 
cure cooperation of National Association members in 
their cities as well as in their districts, to answer requests 
for information from the Research Division. 

5. The Committee will attempt to make it clear to 
those concerns that hesitate to answer requests for in- 
formation from the Research Division that the data will 
be held strictly confidential by the Research Division of 
the National Association and that no individual experi- 
ences will be revealed. 

6. The Committee will meet at the Rochester Con- 
vention to report on the progress made during this year 
as well as to make plans for further progress. 

In addition to the publication of credit and collection 
trends for the previous month and the actual collection 
percentages for the prior month we are attempting to con- 
duct a study on the costs of operating the credit depart- 
ment. The Research Division has been requested to 
make this study by several of the members, inasmuch as 
actual and comparative figures of credit department op 
erating costs have not heretofore been available to the 
rank and file of credit granters. 

This study, if the Research Division receives the proper 
cooperation from the membership, will be of inestimable 
value to everyone interested in granting credit. For the 
purpose of gathering the data we inserted a question- 
naire on page 32 of the October issue of The Crepit 
Wor .p and instructions for filling it out on page 31. 

If you have not sent in your questionnaire completely 
filled out, please do so as soon as possible. 

The Research Committee and the Research Director 
of the National Association expect that every member will 
cooperate in sending in facts and figures to the Research 
Division at all times. We would like to pay you a visit 
each month and secure the necessary data. This is im- 
possible, consequently we must depend on our members 
to send us the data and information when requested. 


Facts—measured, weighed, and compared with other 
facts—constitute. the basis of sound business judgment. 
Reliable factual information, instead of mere opinions or 
guesswork, will enable individuals as well as communities 
to develop credit policies and ptocedures which will place 
credit granting on a more businesslike basis. It will re- 
duce credit losses and by so “doing, increase profits from 
credit business. The prime function of the Research 
Division of the National Association is then, to furnish 
the credit managers throughout the nation and all those 
interested in credit granting, factual bases as more reliable 
guides for credit extension than were heretofore available. 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACT OF CONGRESS 
OF MARCH 3, 1933. 


Of ee WORLD, published monthly at St. Louis, Mo., for 
October 1, 


State of tuaied 
City of St. Louis, 


Betore me, a Notary Public in and for the State and county afore- 
said, personally appeared Lindley S. Crowder, who, having been duly 
sworn according to law, deposes and says that he is the Editor of the 
Credit W rid, and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, management (and if 
a daily paper, the circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by the Act of August 
24, 1912, embodied in section 411, Postal Laws and Regulations, 
printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: 

Publisher, National Retail Credit Association 
Editor, Lindley S. Crowder _.._...-__ St. Louis, Mo. 
Managing Editor, D. J. Hannefin_____ it. Louis, Mo. 
Business Manager, Arthur H. Hert__-..--------____- St. Louis, Mo. 

2. That the owner is: National Retail Credit Association, 1218 
Olive Street, St. Louis, Mo. . Reed, President, 618 Kittredge 

Idg., Denver, Colo.; G. C. Driver, First Vice-Pres., c/o The May 
Company, Cleveland, Ohio; E. K. Barnes, Second Vice-Pres., c/o 
First National Bank, Spokane, Wash.; L. S. Crowder, Treasurer, 
ge Olive St., St. Louis, Mo.; A. H. Hert, Secretary, 1218 Olive 

St. Louis, "Mo. No stock. Official organ of the National Retail 
Cred Association. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list 
of stockholders and security holders as they appear upon the books of 
the company but also, in cases where the stockholder or security 
holder appears upon the books of the company as trustee or in any 
other fiduciary relation, the name of the person or corporation for 
whom such trustee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has no reason to believe 
that any other person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other securities than as 


so stated by him. 
L. S. CROWDER. 


Sworn to and subscribed before me this 4th day of October, 1934. 
lizabeth S. Tunica. 






(My commission expires May 1, 1936.) 
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“WONDERFUL LETTERS!”’--in the New 





Blue Book of Credit and Collection Letters 


Y 





‘ee, 
What Members Say: 


“The book is indeed a great help to 
us and it is a wonderful piece of 
work.’’—( Texas) 

* * . 


“Contains excellent ideas and sug- 
gestions that will assist us in our 
Collection Department.’’—( Virginia) 

a. * * 


“I am sure these letters will be of 

material value to me.’’—(Illinois) 
7 * * 

“These letters and suggestions should 
be a great help in the office of any 
credit grantor.”—(Canada) 

* * + 

“A very interesting and helpful 
book.”’—( Michigan) 

* * * 

“A series of exceptionally good let- 
ters. Should bring excellent results.” 
—(Montana) 

* * 

“Consider this book very useful and 
valuable for any credit store, large or 
small.”"—(W. Va.) 

* 7 * 

“Well worth several times the cost 
of a National Membership.’—(Cali- 
fornia) 

* * * 

“Worth any credit man’s time to 

use it.’”—(Olio) 


| 
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this Association, containing tested, proved collec- 

tion letters; letters to revive inactive accounts 
and letters to bring in new accounts; “skeleton” letter 
ideas that you can adapt to your own letters. 


A NEW book, prepared especially for members of 


Letters for every credit and collection department need 
—33 of them—any one of them worth more than the spe- 
cial price we have made on this book. 


“Good horse sense in every line of it,” wrote one mem- 
ber. “Wonderful letters”; wrote another, “and worth 
plenty to retailers who will use them.” Hundreds of 
letters complimenting the book have already been re- 
ceived. Extracts from a few of these are shown at the 
left. 


A glance at the subtitles will give you an idea of its 
contents: 


Make Your Letters More Effective—With the 
“You” Viewpoint 


The Secret of Prompt Collections—Uniform 
Credit Procedure 


Starting New Accounts Off Right (With a 
series of letters for use on new accounts) 


Educating Old Customers to Pay Promptly 
(With a series of letters for use on old ac- 
counts) 


Installment or Budget Account Letters 
Special Letters for Special Problems 


Letters to Revive Inactive Accounts (With re- 
ports of actual results) 


Letters That Build New Charge Account Busi- 
ness (Actual letters shown) 


SPECIAL PRICE $1.00 POSTPAID 


(To members only; to nonmembers, 


$1.50 postpaid) 


National Retail Credit Association 


1218 Olive Street 


St. Louis, Missouri 
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Campaign 


The Modern Shopper 


TWELVE ADS: 


Twelve ads in the cam- 
paign, each covering a 
vital phase of consumer 
credit. 


For complete descrip- 
tion, write for new 
“Pay Promptly” Port- 
folio. 


Samp'e advertisemen 
(in 4” x6” size) shown 
at right. 
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| Says Charge | t / 


REDIT is extended by merchants 

as a shopping accommodation. 
They realize it isn’t always conven- 
ient or safe to carry cash to pay for 
each purchase. It’s a nuisance too, 
to have to wait around the house for 
a C. O. D. delivery of a telephone 
order. 


But credit is more than just a con- 
venience. It has a definite value to 
the user. For most people depend on 
a monthly salary or income paid at 
some regular interval. By using their 
credit, they are able to meet current 


Use your credit freely and pay all bills 
by the 10th or promptly as agreed 


TREAT Your CREOIT 


SACRED TRUST PUBLISHER NOTE CAREFULLY: This Space Is for Local Association Signature 
to ou 


0 be Set by Y 


Realizing the 
value of credit, 
she uses current 
income to meet 
current expendi- 
tures 


expenditures out of current income, 

which is just good business. 

And credit, properly used, increases 

in value just as a friendship becomes 

stronger through close association! 

Using your credit regularly and pay- A 


ing bills promptly according to 
THREE SIZES 


agreement puts you on the records 

of the stores and the credit bureau 3 P 
Each ad furnished in 
three sizes at the fol- 


as a person of known worth. 
lowing prices (which 
include mats): 


That’s why the modern shopper says 
“Charge It” and religiously pays all 
bills promptly! 

8x12 in. $2.00 each 
6x9 in. 1.50 each 
4x6 in. 1.25 each 
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Cut off small brackets at each outside corner of advertisement which are placed there 
to indicate exact size of space This ad must be run at bottom of page 


© 1981, NRA 


Every local association should use the ad reproduced above, early in 
December to stimulate credit sales during the holiday season. Credit-sales 
promotion is one of the features of this “Pay Promptly” Campaign. 


NATIONAL RETAIL CREDIT ASSOCIATION 


1218 OLIVE STREET SAINT LOUIS, MO. 








